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BASE BUSINESS ON FACTS! 





APHAZARD methods are slowly but surely 
being banished from the world of business, 
for business is becoming a science, a very 

exact science. This is true, at least, of most of the 
great commercial enterprises in this country, and 
many of the smaller business establishments. The 
most successful of business firms today do very little 
guess work, they cannot afford to do so, for they 
must know definitely a great many things. They 
must have accurate records that tell them exactly the 
extent of their business, what it is costing them to 
handle it, the efficiency of various employees, and a 
great many other things; but a thing that is of par- 
ticular importance is knowledge of the extent of their 
field. They must have accurate information regard- 
ing the sales possibilities, for without that they cannot 
plan intelligently for extensions and improvements. 


These statements are as true of the plumbing and 
heating business as they are of any other, particu- 
larly as far as the necessity for accurate information 
is concerned; for the plumbing and heating contract- 
or’s business is one of many details which individu- 
ally may not be of great consequence, but which 
collectively spell success or failure. However, there 
still are some engaged in it who seem to be run- 
ning their business on an entirely different basis. 
It is not built around a definite plan worked out after 
learning the full possibilities of their territory. Such 
men, as a rule, do not go out and get business, but 
expect business to come to them. During periods of 
unusual prosperity a certain amount of. business will 
come to them, but when conditions change and busi- 
ness stops coming, they get the impression that there 
is none to be had. Not knowing the true conditions 
and the latent business in the territory which they are 
able to reach, they are in no position to plan for it. 
They become discouraged and usually join the “‘No 
Business” clan. They become “gloom spreaders’ 
and “‘calamity howlers,’” and prove a real handicap 
to the work of other men who know the true state 
of affairs and who are making intelligent and ener- 
getic efforts to revive business. The man who will 
make a thorough survey of his own territory and care- 
fully study its needs, will find that there is business 
to be had, and that man is certainly going to be in 
the best position to get it. Have a definite plan for 
developing your territory and let that plan be based 
on facts. 


THE OPTIMISTS WIN. 





CCORDING to the latest government reports 
being submitted to the permanent committee 
on unemployment, there are one million less 

workers out of employment at the present time than 
there were about a month ago. This is a reduction 
from three million to two million, or a one-third re- 
duction in unemployment in the course of one month, 
which is a remarkable vindication of the statements 
of the optimists who have held that the country was 
economically sound and on the way to prosperity. 
In the South mills and factories are reopening and 
those already in operation are increasing their work- 
ing time. Much the same is true in almost every 
other part of the country. Extensive road building 
programs are under way. Federal aid alone avail- 
able for this class of work amounts to $150,000,000. 
One of the most favorable indications of returning 
prosperity is the tone of railroad reports. Many 
roads are showing fair earnings now instead of losses, 
and it is estimated that they will spend a half billion 
dollars during the next three months on maintenance 
work. Now that the threatened strike of the vast 
army of their employes has been prevented, or at 
least put off for a considerable length of time, the 
country, and particularly the business men of the 
country, can go ahead again with a greater degree of 
confidence. Substantial reductions in freight and pas- 
senger rates must come and will come if the roads are 
permitted a liberal policy in the conduct of their own 
affairs. Already in the last few weeks various roads 
have sent out literature calling attention to improved 
service, and in soéme cases to reduced fares by the 
elimination of extra fares on special trains. The rail- 
roads are the veins and arteries of the country, what 
affects them must in some way affect the nation. 
The building industry also is showing a marked 
revival. In fact, the revival has grown to the extent 
that a shortage is threatened in several classes of ma- 
terial. It is hoped that the manufacturers will not per- 
mit this to happen, for nothing should be permitted to 
prevent the fullest measure of prosperity in this in- 
dustry. The country needs more building worse than 
it needs anything else, and it is up to everyone con- 
nected in any way with the building industry to do 
everything in his power to keep it going full speed 
ahead. Plan now for further increases, as they are 
sure to come. The steam roller of genuine prosper- 
ity is on its way to flatten out the pessimists who have 
denied its existence. The optimists win as usual. 
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SELLING PLUMBING Goops 
SHOWING THEM 





Effective Arrangements of Windows and Displays at Fairs Help 
to Increase Business for the Plumbing and Heating Contractor 


COUPLE of college students had an agency for a 
A laundry. The senior partner in this enterprise one 
day instructed the other partner to call on a student 
who owed them money and collect it if he could. The 
junior partner went to the room of this student and in the 
course of an hour returned. 
“Did you get the money?” he was asked. 
“No,” was the answer, “I didn’t... I talked with him a 
long time but he never offered to pay.” 
“Did you ask him for the money?” 


“No. I didn’t ask him right out. I hinted that I would 


~ 
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Exhibit Maintained at a County Fair by C. H. Babb & Co., a 
Plumbing and Heating Firm of Bangor, Me. 


like to have him pay and, of course, if he really wanted to 
he would have offered the money to me.” 

It is needless to say that the junior partner in this laundry 
agency enterprise never became a successful business man. 
As a matter of fact his method of collecting money is 
likely to provoke a smile. Yet isn’t the plumber who fails 
to display his goods in the most effective manner following 
practically the same method this student used? It is not 
an easy matter to sell goods without showing them because 
then it too often becomes necessary to wait until these peo- 
ple really want them, and if they never see them they prob- 
ably will never want them. Our great grandfathers never 
wanted an automobile because they had never seen or heard 
of them. When the first railway trains were put into opera- 
tion, people, or at least many people, had to see them many 
times before they would ride on them. 
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C. H. Babb & Co., of Bangor, Me., believe this to be true, 
and accordingly show: their goods. In order to make it 
easier to sell to farmers they make displays at fairs at- 
tended by farmers. When the farmer sees a water pumping 
plant and a bathroom he is much more likely to ask questions 
about it than he would be to look up the plumber to get in- 
formation. At fairs it is not always possible to get space 
in a building but it is possible to build a satisfactory dis- 
play tent at comparatively small cost. A wooden platform, 
a frame work of piping and a covering of canvas answers 
the purpose. It costs money and takes time to make the 
display, but the list of prospects secured, if they are fol- 
lowed up, almost invariably proves of far more value than 
the cost. In addition the display makes it possible to get 
acquainted with a great many people with whom one would 
not otherwise be able to get acquainted. 

In making displays in the store, there are two general 
methods that are followed. One is to box in the windows 
and make them a separate display department. The other 
is to leave the back of the windows open to give a full 


| view of the whole store. 


There is a good deal of difference of opinion in regard to 
which is the better method. In our large American cities 
the tendency is towards the closed-in windows in all classes 
of stores. The argument used for these windows is that 
they concéntrate attention on the window display itself and 
that it is necessary to concentrate attention in order to 
sell goods. 

In Paris one finds that fewer windows have closed-in 
backgrounds and that the whole store is used for window 
display purposes. The argument here seems to be that 
especially where large pieces are being displayed, it is 
necessary to use much more space than is available in a 
closed-in window. Accordingly one finds the whole store 
made into a display. 

Gulden & Vercoe use this latter method of display at their 
store in New Ulm, Minn. In this way they are able to 
show a great deal more than would be possible in their 
windows. Since people are not so much inclined to buy 
things at a plumber’s shop as they are at a hardware store, 
perhaps it is a greater advantage for the plumber to show 
as many items as possible to the people on the street than 
it is to attempt to concentrate the attention on.a small 
display. In addition, the plumber needs a very large win- 
dow in which to make an effective display, and every 
plumber does not have such a window. By utilizing the 
whole store, however, he is able to make any kind of a 
display that he desires to make. 

When the whole store is used, however, as a window dis- 
play, it is well to arrange it accordingly. Display the goods 
with a view of how they will appear to the people on the 
sidewalk. Make it convenient for them to see as many 
of the goods in the store as possible. In other words, have 
everything face the street. 

Gulden & Vercoe in one of their displays succeeded in 
making practically the whole store a good window dis- 
play. In the left window there was a bath room, laundry 
and kitchen display. This display runs clear back to the 
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Guiden & Vercoe, of New Ulm, Minn., Arrange Their Window to Permit 
a Clear View of the Showroom and Office from the Street. 


office. The floor is covered for this display with linoleum, 
the wall is finished to suggest a bath room or kitchen and 
a large fern on a stand gives a still more homelike ap- 
pearance. This display section is railed off from the rest 
of the store with piping. 

Next to the office there is a steam boiler facing the door. 
In the right window there is a display of a water supply 
system, back of this a show case of nickeled fittings, etc., 
and along the wall shelves upon which are displayed goods 
the company sells. The whole store is essentially one 
large window display, featuring or at least suggesting 
everything in the line of equipment and fixtures the firm 
has for sale and nothing is crowded. Such an arrangement 
means that the goods are being shown in such a manner 
as to increase the desire on the part of many people who 
pass the store to buy something there. All it has required 
is a little care and thought in arranging the display. 

In making displays it is well to bear in mind that there 
is nothing that attracts attention so much as curiosity- 
arousing displays. Anything in motion plays upon 
the curiosity of people and anything that is not 
easily explained also attracts attention. For this ae 
reason it is a good plan to make displays with r 
motion as often as it is possible to do so. When Y(p 
a water supply system is being displayed, it can , 
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dish-washing machine, a clothes-washing machine, 
or any other machine that is displayed is shown in 
actual operation, it will attract very much more 
attention than would the same machine if it was 
not being operated. We find that in the display 
of Gulden & Vercoe that the water system is all 
set up ready to operate. Whether it should be 
operated all the time or only when the largest 
number of people are passing the window depends 
to a very great extent upon local conditions. 
Illusions rarely fail to attract attention. If 
these can be used in connection with something 
already in motion, they attract still more atten- 
tion. For this reason if we add an illusion to the 
water system display more people are likely to 
stop and look. There is the question in the minds 
of some, however, as to whether the illusion at- 
tracts more attention than it should and perhaps 
detracts from the appliance or fixture being dis- 
played. It is certain, however, that an illusion 
does hold the attention of people. For that rea- 


easily be set up and made to pump water. If a cLW CAR 
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son it ought to be possible to make the display 
impress them more strongly. It also causes many 
people to stop and look, who otherwise would not 
do so. 


An illusion that is easily installed in connection 
with a water system is that of water flowing from 
a pipe suspended in the air. This illusion is also 
effective in arousing curiosity. Only a compara- 
tively small percentage of the people who see it 
are aware at the start that the water is being 
pumped up into the faucet through a glass tube 
and is flowing back on the outside of that tube. 

The speculation that results is pretty sure to 
cause the people who see it to examine the plant 
with much more minute care than they would if 
there had been no illusion. In any case it attracts 
more people and causes them to look at the plant. 
If the display is made at a fair or in a corner of 
the store, the illusion may hold the people until the 
plumber has an opportunity to explain something 
about the plant. 

One thing is certain, the time has come when 
the plumber must show his goods if he really 
wants to sell them. People have ceased to clamor 
for what they want. They are buying only what someone 
makes intelligent efforts to sell them. 





Exports of steel and iron from United States during Sep- 
tember, 95,169 tons, compared with 75,827 in August and 
86,523 in July. Tonnage shipped in September was only 
23 per cent of shipments in corresponding month of 1920. 
Largest single item in this year’s September exports was 
steel rails, of which more than half went to China. 

Steel bars imported into France for manufacture into 
springs will now be dutiable at the pre-war rate, provided 
the springs are manufactured from the bars within six months 
from the date of importation under a decree of October 7th 
transmitted by cablegram from Commercial Attache Hunt- 
ington at Paris. Since July 4th these bars have been subject 
to 1.7 times the pre-war duties, which are 7.50 francs per 
100 kilos, general rate, and 5 francs per 100 kilos, minimum 
rate. These goods from the United States are assessed 
under the general duties. 












View of a Supply Company’s Exhibit at a County Fair. 





LETTER HEADS THAT SELL 





Illustrations on Letter Heads Help Put Over Sales Argu- 


ment in Circular Letters and General Correspondence. 


By Robert Falconer. 


sales message to customers and prospective custom- 

ers than through the medium of the letter head. Often 
the sales message carried in this manner is much more ef- 
fective than one carried in any other way. 

People are far more likely to save a letter than they are 
pure advertising matter. There is probably information in 
that letter they wish to preserve at least for a limited time. 
and in order to preserve the information they must preserve 
the letter head upon which it is written. 

A circular letter written on a letter head that in itself 
is a sales message is just that much more effective, and 
there is no better way yet discovered of conveying sales 
messages than the picture method. Experiments made with 
circular letters printed on plain letter heads and those print- 
ed on illustrated letter heads have shown that the letter 
head that carries pictures brings in much greater results. 
People who do not read the letter can hardly fail to see 
the pictures, and these pictures may make a sale even though 
the letter itself does not. 

It is for reasons such as this that some plumbers use illus- 
trated letter heads. It may be possible to secure these letter- 
heads from the manufacturers whose material is handled. In 
any case it is almost always possihle to borrow cuts that 
can be used so that the additional cost of the letter heads is 
very small if pictures are printed on them. 

These pictures may be printed in a single color or in many 
just as the plumber feels about spending money. If only 
a few are to be printed at a time, however, going in for 
several colors whether the letter heads are printed, litho- 
graphed or off-set runs into more money proportionately 
than would be the case if a lot of hundreds of thousands were 
to be printed. This means that as a rule the color work 
must be left to the manufacturer unless the plumber is in 
a position to use to advantage letter heads that have cost 
him a good deal of money. 

One color work is economical and is much more effective 
than letter heads upon which no pictures appear at all. If 
four-page letter heads are used, the last three pages may 
be used for the purpose of pictures and a sort of minia- 
ture catalogue. 

Powers-Butler Company, of Grand Rapids, Mich., has 
used such a letter head. The first page is an ordinary 
letter head with the exception that in the lower left hand 
corner there is a picture advertising modern plumbing. On 
the second page there are eleven pictures. 


At the top of this page appear five of the pictures. In 
the center is a picture of the Powers-Butler Company store. 
On each side of this picture are two other pictures. Two 
of them are pictures of bath rooms, one a picture of a laun- 
dry and one a picture of a kitchen, all showing up-to-date 
plumbing and fixtures. One can hardly look at these pic- 
tures without having a desire created for something like 
that shown in the pictures in his own home, if such plumb- 
ing and fixtures have not already been installed. 


Below this set of pictures there is a cut of a syphon-jet 
closet combination, a water system, a radiator, house-heat- 


6 hems is no more economical way of carrying a real 


ing boiler and a kerosene water heater. It would require 
a very long letter to tell people as much about these fix- 
tures and appliances as is told by the pictures on this page, 
and if such a long letter was written, it is certain that a lot 
of people who will look at these pictures would not read 
the letter through. This has been proved time and time 
again in actual practice. 

But this is not all. It is one thing to show all the fixtures 
and appliances, and it is another thing to make people under- 
stand what a simple and practical matter it is to have them 
installed in the home, even if that home is removed some 
distance from a city water supply and sewer system. 

On this second page of the letter head there is a drawing 
showing how running water, steam heat and sewage dis- 


‘ posal is made practical for the suburban home or farm. This 


drawing shows the water system, the heating System, the 
hot water heater, the fixtures, piping, etc., of the laundry, 
kitchen and bathroom and the cesspool all installed. All 
this is shown so clearly that anyone can understand how 
practical it is to have the work done. There are very few 
questions the prospective customer would be at all likely 
to ask that are not answered by this picture. 

The third page is devoted to giving information and sales 
talks in connection with the pictures. Bathroom fixtures, 
kitchen sinks, laundry trays and plumbing supplies are taken 
up. Data about the water system that cannot be shown in 
a picture is given. The boiler, the water heater, the sub- 
urban plumbing system are all briefly treated and what is said 
in print is far more likely to be read because of the pictures. 

The fourth page of this letter head is an information sheet 
consisting of a questionnaire asking all the questions it is 
necessary to have answered in order to give the prospective 
customer all the information he desires about the different 
articles suggested. Somehow this list of questions tends 
to inspire confidence. It indicates that the concern knows 
what it is talking about. 

Information gathered in this way is also of real value 
to the firm. Had a single 8%x1l inch sheet been used for 
the letter head it would not have been possible to have 
each letter whether circular letter or personal letter carry 
so forceful a selling message as is carried by this four-page 
letter head. 

The Eclipse Stove Company has made an extensive use 
of letter heads, four pages in size. In this way they have 
been able to spread a sales message out over more territory 
and to reach more people than it would be possible to reach 
in any other way. The only cost has been the double amount 
of paper used and the printing of this paper. It has cost 
nothing for the distribution because the same _ two-cent 
stamp that is needed to carry the letter will also carry the 
additional paper and the printing. And when the printed 
matter goes out in this manner it is far more likely to be 
saved. In any case every time one refers to the letter he 
gets the sales message. 

To give an idea of what may happen to this class of adver- 
tising matter I might state that I have in my files a letter 
from the Eclipse Gas Stove Company and that this letter 
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Particular Product. For such pur- 


sO neces- poses, however, these letter heads are most certainly 
sary to keep the advertising matter about the 1914 line that effective. 


appears on the two inside pages. This is the Only adver- Cuts of Suitable 
tising matter of any concern that I have kept this long. head or down the left 
If I should happen to refer to this letter at about the time enough manufacture 
When I am in the market for a gas range or Sas ranges full line of plumbin 
again that letter would prejudice me somewhat in favor of Picture can be shoy 
the Eclipse line because of the advertising and the pictures 
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On the ‘second and third pages, The fourth Page of this 
letter is bare. 


As has already been Stated, it is often Possible to secure 
illustrated letter heads from the Manufacturers themselves. 
These letter heads, however, naturally illustrate Only the 
Product that manufacturer sells. For this reason a good 
Many plumbers may not wish to yse them except for circy. 


Taylor & Bingner Plumbing Co. 
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make Sales for the Plumbing and Heating Contractor. 


investment. To-day, with al] the different methods of repro- 
ducing Pictures, it js Possible to give them the appearance 
necessary to conform to the dignity of the most conserya- 
tive and dignified concern. That many plumbing and heating 
contractors realize the value of using cuts on their letter headc 
is shown by the accompanying reproduction of a number of 
them. Many others are using them and getting excellent 
results. Quite a few contractors also have copyrighted de- 
Signs which they use on all Stationery and. in all advertis- 
ing matter. This is a sound policy for the contractor to 
follow. It helps to establish the firm name in the minds of 
People reached either by their advertising or their mail. 
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PICKING PROSPECTS FROM THE LOCAL PAPER 





Many News Items in Local Newspapers Contain Tips of 
Possible Sales, and Should Be Read 
Carefully. 





By H. D. Kemperton. 
ce WAS just looking over your local paper,” said Charley 
Reynolds, who sold fixtures for the Corning Com- 
pany, looking up as Heddon came back after waiting 
on a customer. 

“Yes,” replied Heddon. “It’s not much of a paper. There’s 
never anything in it any more—a few local news notes. I 
can read it through in about a minute. But I gotta take it 
home—my wife insists on that. Guess she uses it for shelf 
paper in the pantry.” He ended up with a laugh. 

“Well, it looks to me about as good as the Mantoria Star,” 


’ 


said the salesman, reflectively. “And Bill Ramsey tells me 
he’s helped his business quite a little by reading that paper 
carefully.” ° 


“How in the dickens could I help the plumbing business 
by reading that little sheet? Why, I only advertise in it to 
help the editor out—I don’t think it does me any good.” 

“Then let me tell you just what Ramsey did,” was the 
good-natured reply of Reynolds. “I was in Bill’s store when 
his copy of the Mantoria Star came in. We had been talking 
quite a while and were through so far as our actual trading 
was concerned. So Bill didn’t beg my pardon or anything 
like that but set right down and commenced to look over 
that paper. He read along a while, then all of a sudden swung 
his chair round to his desk, pulled his fountain pen from his 
pocket, slipped an envelope out of a pigeon hole and ad- 
dressed it, apparently getting the address out of the paper. 
Then Bill reached into another pigeon hole and got something 
and put it into the envelope and started to seal it. Well, 
I saw right away what it was—it was that folder ‘Happy 
and Healthy Homes’ that we furnish to dealers. 

“*“What’s the matter, Bill?’ I was curious. ‘Village board 
get after somebody and declare ’em a nuisance to public 
health and you're going to sell ’em a bath tub? So that’s 
the way you get rid of all those tubs I send you!’ 

“*Sales don’t come that direct,’ and Bill looked up with a 
grin at me. ‘You've got to keep plugging away a long while 
before you land a man. No, I was just sending one of those 
folders to Lorenzo Hughes out on Rural Route 3. The Star 
says he’s sold his farm and going to give possession in the 
fall.’ 

“*What’s that got to do with the plumbing business,: I 
asked him. 

“Well, most of those fellows retire to town. If he does 
come to Mantoria he’s got to buy or build. Either way, he 
may want a new bathroom. And I think I'll stand a pretty 
good chance because I believe my folder will get to him and 
his wife at the right time to make a good impression, for 
they’re sure to think about another home. Even if they do 
move to town and don’t need a bathroom, won’t I stand a 
fair chance at.any repair work or small stuff they need?’ 

“It’s a practical idea, Bill,’ I told him. ‘But what about 
the other fellow—the one who bought the farm? Are you 
going to start him to thinking about a farm water supply 
system? He may not buy right away but won’t he remem- 
ber that you started him to thinking? You see what I’m 
after is for you to sell another of our bathroom outfits by 
and by.’ 

“*That’s a bet I overlooked,’ agreed Bill. And he hunted 
up the new owner’s address and mailed him a farm power 
folder and one of ours. Then he began to read the paper 
again. 

““Before you go any further,’ I broke in on his reading, 
‘you take a pencil and put a ring around each one of those 
items that you use. Because after you get through I’m going 
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to confiscate that copy of the Mantoria Star and use it to 
teach some of my other customers how to sell some more of 
our goods.’ 

“You see, Bill mailed out quite a few folders of one kind 
or another from reading this one issue of his local paper,” 
remarked Reynolds after he had dug the paper out of his 
grip. “When he showed some of the items to me I couldn’t 
figure at first how there could possibly be any chances for 
business in them. But Bill explained them all to me. Let’s 
look at some of them. 

“Now this one: ‘The Mantoria Orioles baseball team has 
been organized with Dick Martin as captain and so on.’ It 
looked like a waste of good postage to send a folder to Dick 
Martin but Bill said that the same bunch of boys probably 
would hang together in the winter and form a club and they 
might want a shower. Even if they didn’t they were all 
going to be young married men before long and he’d take 
a chance on getting three cents’ worth of good-will out of 
mailing the folder. 

“Oh yes, I want to tell you how Bill stopped his reading 
and told me that I certainly had a good idea about sending 
the farm outfit folder to the new owner of the Hughes farm. 
‘I’m going to watch the farmer a lot closer,’ he says, ‘be- 
cause it just occurred to me I got a chance to get in on 
the ground sooner than the mail order house. I can send 
stuff to him at the time it ought to make an impression on 
him.’ ” 

Reynolds turned back to the Mantoria Star. “Here’s what 
Bill meant by ‘the time it ought to make an impression on 
him.’ I didn’t get his ideas at first but he explained how he 
was looking way ahead. ‘John Smith, three miles west of 
town, is laid up with a broken leg as the result of the kick 
of a horse.’ Bill’s idea was that Smith’d have plenty of time 
to read a folder, that he’d be in the house and see how much 
a modern water supply would do for the women folks, and 
while he was worrying how the work would get along with- 
out him he’d realize power would come in handy right then. 

“Take the next item: ‘Robert Steging was elected super- 
intendent of the county poor farm at the meeting of the 
board of supervisors.’ Bill declared it was only a question 
of time until the poor farm would have to become as modern 
as lots of others in the state that had water supply, and he 
wanted to let ’em know now he was out after business. 

“Then: ‘Chris Everist, R. F. D. No. 2, is seriously ill with 
typhoid fever.’ That was easy. Bill addressed a water sup- 
ply and sewage disposal folder to Mrs. Everist to let her 
see what it said about typhoid. 

“Next: ‘At the special election held yesterday Scott W. 
Dailey was elected a member of the school board to succeed 
Joseph Lee, who has removed to California.’ Any member 
of the school board may have something to do with plumbing 
some time, and Bill didn’t want them to forget him. 

“An item about the county farm adviser suggested to Bill 
that there was a man out among the farmers all the time 
urging modern agriculture and therefore a good man to know 
that one local plumber was pushing farm water supply busi- 
ness. So Bill sent him some literature. 

“He even looked over the probate court items and when 
he saw that one rich old guy’s estate had been willed to 
the sons and daughters, he mailed bathroom and water- 
supply folders to all the heirs. Bill guessed that he’d just 
as well get in on the ground floor before the automobile and 
oil-stock man happened along. 

“Why, that fellow Ramsey didn’t overlook any item that 
suggested somebody around Mantoria was going to have a 
little money to use. He went down the live-stock shipment 
columns and where a farmer had sent off two carloads or so 
—snap went some advertising. 

“There was an item about some fellow taking a job at 
one of the local lumber yards. Bill mailed stuff to him. He 

(Continued on Page 257.) 
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Six DEFINITE 


THINGS THAT 


WORKERS WANT 


1. A Steady Job 


By James H. Collins 


(Copyright, 1921, by J. K. Novins) 


E will call them A and B, these two factories, they 

\ \ are almost across the road from each other over in 

New Jersey. 

A held its labor turnover down to within reasonable limits, 
even during the boom, while B had to hire three or four 
workers a year to keep one on the job. A has never had a 
strike in its thirty years’ existence, while B, in half the 
time, has had strikes, lockouts and boycotts. Labor or- 
ganizers have never got a foothold in A, while B is a re- 
cruiting ground for the organizer and radical. Finally, 
today, in the depression, A is running two-thirds time, and 
keeping its key men. together, while B has been brought 
close to a complete shutdown. 

What is the difference between these plants? 
make pretty much the same 
kinds of goods, have the same 
territory from which to draw 


They both 


labor, pay about the same 
wages. What causes the con- 
trast? 

If all the facts were 


gathered they would make a 
bulky report. But the real 
reason is that people who 
work in the factory with the 
happy histery have steady 
jobs, while those in the 
other factory haven’t. 

What is a steady job? 

Most people would say, 
“Regular work at good 
wages.” But there is decidedly 
more to it than that. 

Work seldom holds the 
worker unless it is interest- 
ing, fitted to his temperament, 
something which he can ex- 
cel at, and take pride in. A 
pleasant place to work, and 
efficient tools are part of it. 
So is management that under- 
stands him, and stability that 
leads him to trust his future 
with the company. Some 
workers want a job that is 
growing, and opportunities for growing with it, while others 
are satisfied with routine tasks, but want to know that they 
will be: taken care of when their working days are done. 
Then, channels through which workers can reach the man- 
agement when things go wrong are being provided more 
and more in present-day industry, and along with greater 
frankness on the part of management in giving workers 
information about their business and their policies, these 
make for stability. 

If a steady job is just regular work at good wages, then B 
factory would have had no trouble during the boom. Actually, 
men drifted in and drifted out of that plant as though it 





Hauling Cotton to Market—a Seasonal Job 


were a railroad terminal. Even war wages would not hold 
them to tasks they did not like, nor under leaders they 
did not like. And A factory took the labor drift from its 
neighbor, sorted it over, fitted men to suitable tasks under 
the right leaders, and boosted its output both in quantity 
and quality. 

The Creator has made people different temperamentally. 
Much labor turnover can be traced to management that 
deals with people as though they were all cast in the same 
mold. There are phlegmatic, plodding people, men as well 
as women, salary as well as wage earners, who not only 
prefer routine jobs, but often work best under a boss of 
the opposite temperament, who will do the thinking and 
take responsibility. And there are people of an energetic, 
adventurous type who love 
variety and excitement in 
their work, and very often do 
best under a boss who, while 
not exactly phlegmatic, is still 
a steady wheel-horse who 
keeps them from flying off at 
tangents. 

A good deal of labor turn- 
over occurs among these ad- 
venturous folks. Improperly 
placed, dissatisfied with the 
kind of work assigned them, 
they go from plant to plant 
looking for the ideal job—or 
maybe just a new one. Ad- 
venturous folks are the most 
imaginative and_ energetic, 
just the ones to become 
leaders, turn work into play, 
make suggestions and im- 
provements. It was largely 
by proper harnessing of this 
energy through a skillful em- 
ployment director who took 
pains to fit jobs to tempera- 
ment, that A factory made 
a splendid war record. 

Yesterday, the steady job 
was largely a piece of luck, 
to the worker who found it, 
and the employer who was able to grant it. 

Today, we see that it is something that employer and 
worker can create through intelligent teamwork, something 
with roots in the employer’s policy and the worker’s intel- 
ligence. 

What teamwork will accomplish in creating steadier em- 
ployment is shown in the present activities of our two fac- 
tories. The A plant is now working part time, on reduced 
wages, but its employees are meeting living expenses, while 
plant B is almost idle and thoroughly disorganized. The 
first factory has been able to keep up the quality of its goods, 
while the other hasn’t. Steady jobs make steady men— 
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they must have skill to hold them. Steadiness and _ skill 
mean quality in the output, and in hard times quality en- 
ables the sales force to land the order, and also get volume 
upon which to make prices attractive. 

Down in Texas there is a railroad which has one com- 
modity as its principle of freight traffic, and about three 
months’ work hauling it out—the cotton crop. This created 
very difficult conditions in its repair shop, for mechanics 
had irregular employment, and were chiefly floaters. An 
efficiency engineer was given the task of stabilizing shop 
work. After a study of the whole year’s task, he announced 
that mechanics would be guaranteed so many hours work 
in the year, enough 
to meet living ex- 
penses with a margin, 
but that men would 
be asked to work as 
many hours a day as 
was necessary. Dur- 
ing the period before 
cotton hauling, when 
every locomotive and 
car had to be put 
in good order, this 
might be ten or 
twelve hours a day. 
When rolling stock 
went into service, 
the shop force would 
be diverted to the 
making of parts for 
next year’s repairs, 
dropping to eight or 
six hours daily. Un- 
der that plan, a 
smaller force of more 


ee 


skillful mechanics 
was soon doing the 
company’s repair 
work at materially 


lower cost. 

Set up the steady 
job as something to 
be realized, and 
every department in 
a business is im- 
mediately concerned. 
Not only the great 
corporation with its 
facilities for organ- 
ization, cost account- 
ing and control, but 
the small enterprise 
managed by an 
individual, or part- 
ners, where the personal relation between employer and 
employees exf!sts. 

It becomes necessary, as a first step, to measure produc- 
tion, capacity of equipment, and sales possibilities—perhaps 
for the first time. When these are known, the number of 
workers who can be employed all year round is known. 
With reasonable assurance of enough work throughout the 
year to give them a livelihood, the better class of workers 
feel secure, while there is a decrease in the number of floaters 
who make up costly labor turnover, and in the unskilled 
and careless people who lower the quality of the product. 
The sales department gets a new picture of the year’s work, 
and knows where to center effort both in seasons of de- 
creased demand and ttrritory capable of greater develop- 
ment. The financial, purchasing, accounting and other de- 
partments can plan their year’s work, avoiding pressure 
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and delay in busy months, and reducing expenses and in- 
ventories during slack seasons. Repairs, replacements and 
extensions are arranged so that they do not interfere with 
production, but make slack-season work, and there is a gen- 
eral leveling off of peaks and filling up of valleys, straight- 
ening out the entire curve of the business. 

Appalled by the unprecedented unemployment problem in 
Great Britain, English economists have lately been asking 
themselves if it can be remedied. And the best opinion main- 
tains that it can, if employers and employees will get to- 
gether, and work for volume and quality, with salesman- 
ship to increase and stabilize outlets both at home and 
abroad. 

Tomorrow, the 
steady job promises 
to be our national 
standard, something 
to be achieved and 
maintained by taking 
the slack out of in- 
dustry. Viewed na- 
tionally, it is bigger 
than any employer, 
or any body of em- 
ployees, or any in- 
dustry, or labor or- 
ganization. It means 
the elimination of 
mismanagement by 
executives, of soldier- 
ing, floating and idle- 
ness by employees, 
of the reduction 
of fluctuations caused 
by seasons, booms, 
slumps, speculation, 
waste, lack of organ- 
ization and system. 
It is just about as 
big as the United 
States and concerns 
not merely every- 
body connected with 
industry, but every- 
body consuming in- 
dustry’s products, 
and furnishing its 
raw materials. 





Industrial  Statis- 
tics show a jump in 
value of all products 
manufactured in 
New York City from 
$1,229,155,000 in 1914 
to $2,865,330,000 in 1919. During same period number of 
establishments increased only 10 per cent, number of persons 
engaged in manufactures about 13 per cent, and wages and 
salaries increased 105 per cent. 

Volume of Business measured by debts to individual ac- 
counts reported to the Federal Reserve Board for banks in 
155 important clearing house centers for week to October 26 
shows reduction of $1,486,000,000:or 17 per cent compared 
with preceding week’s exceptionally large total. As com- 
pared with week ending October 27, 1920, the debits show 
decrease of $1,875,000,000, or about 20 per cent. 

The Highest Electric Power Production since last February 
is reported for September by the Geological Survey. The 
total 112,600,000 kilowatt hours is still about 6 per cent below 
that of September, 1920, and about 3% per cent above the 
production of September, 1919. 




















MODERN PLUMBING for INDUSTRIAL 
EMPLOYEES. 


American Woolen Company Provides Modern Sanitary Fixtures 
in Employees’ Homes in Recently Built Shawsheen Village 


USINESS, particularly “big business,” such as the 

very large manufacturing establishments, is sometimes 

pictured as a monster that grinds down the lives of 
those who enter its service, absolutely without regard to 
their interests or happiness. This, of course, is an exag- 
gerated view to take and one that is seldom if ever justi- 
fied. But, on the other hand, it is equally true to say 
that big business is not a philanthropical institution or a 
house of charity. Business is planned and carried on pri- 
marily to earn a profit and, generally speaking, anything 
that will increase the margin of profit will be put into ef- 
fect. If this happens to be improving working conditions, 
providing light and airy rooms in which to work, or even 
if it requires looking after the welfare of the employees 
outside of office hours, it will be done if it increases the 
efficiency of the worker to the extent that the net gain 
will be greater. 


The larger industrial institutions of this country for years 
have recognized the importance of providing sanitary and 
comfortable work rooms as a means of minimizing loss 
through ill health and a dissatisfied, indifferent, and un- 
happy frame of mind. A few have interested themselves 
in the affairs of their employes outside of business hours, as, 
for instance, in. seeing that housing of some sort was ob- 
tainable. Now, however, some of them are beginning to 
interest themselves in the sanitary equipment of the homes 
of their employees, and they are doing this for the same rea- 
son that they have improved working conditions in their 
own plants, that is, to obtain the increased efficiency that 
results from healthy and contented employees. Big business 





View showing a Bathroom in one of the American Woolen 
Company’s Homes for Employees in Shawsheen Village. 


recognizes the importance of sanitary homes, which, in ef- 
fect, means the importance of modern plumbing, and modern 
plumbing now not only includes sanitary closets, lavatories, 
kitchen sinks, and laundry trays, but also bathtubs and 
shower equipment, for the value of personal cleanliness 


through frequent bathing has been thoroughly established. 

Taking a “Bath a Day,” is not only possible and con- 
venient, but is a genuine pleasure for those who are so 
fortunate as to occupy the houses which the American 
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View of a Bathroom in another of the Shawsheen Village 
Homes. 


Woolen Company is providing at Shawsheen Village for 
workers in its great mills at Lawrence, Mass. 

Shawsheen Village, Massachusetts’ newest community, 
is attracting much attention as an idéal solution of the prob- 
lem of providing for the comfort, health and happiness of 
industrial workers. 

Situated in the town of Andover, Mass., a few miles from 
Lawrence, on the banks of the Shawsheen River, a pretty 
little stream which winds in and out through that section 
of the state, the village itself is most attractive. The rows 
of factory houses, each one the exact duplicate of every 
other one, which formerly marked mill housing projects, 
are missing. Instead there are many styles of houses, some 
of wood, some of brick, some of stucco. A few of them 
are arranged for two families, but for the most part, they 
are one-family houses. 

More than 80 houses have been built thus far by the 
company. Others are in process of construction and still 
more are planned. Wide streets have been laid out, trees 
planted and the surroundings otherwise beautified. A hand- 
some post office building, a community building containing 
a spa and drug store, a boys’ club building designed to 
represent Washington’s headquarters on the Potomac, a 
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public garage, and other necessary buildings have been 
provided. 

There also are tennis courts and, if one wishes to take 
his daily plunge in the open, there is ample opportunity at 
the outdoor swimming pool. 

The interior of the houses is no less attractive than the 
exterior for they are homes in the best sense of the word. 
Plumbing and heating fixtures are of the most modern type, 
for officials of the American Woolen Company, like others 


who have made a study of health, appreciate the value of 


- 





Basement View in one of the American Woolen Company’s 
Shawsheen Village Homes. 


these features of a home whether it be for a mill worker or 
a millionaire. 

The houses are heated by steam with most of the boilers 

hooked up with direct and indirect water heaters. Some 
of the houses have instantaneous heaters; all have modern 
copper boilers and are equipped with relief valves and water 
regulators. 
‘ Bath rooms are particularly attractive and even in the 
houses which rent as low as $30 per month the fixtures 
are of the best. In some of the houses recessed tubs are 
provided, and in others back-to-wall tubs. Siphon jet closets 
and standard lavatories are the rule. Nearly all of the 
bathrooms have tiled floors and walls. In the kitchens are 
the conventional sink and wash trays. 

Within a few weeks the Boston & Maine railroad has 
officially recognized the existence of the village, and Shaw- 
sheen has been added to the list of stations at which trains 
make regular scheduled stops. The post office department 
also admits the existence of the community. 

Most of those who reside at Shawsheen are employed at 
Lawrence, where the names of some 20,000 persons are 
carried on the payrolls of the big mills of the American 
Woolen Company. The company, however, operates a brush 
factory and a woodworking plant at the village, and a mill 
building is in process of construction nearby. Ample pro- 
vision has been made for expansion of the community. The 
company finds no difficulty in renting its houses, many of 
them having been spoken for long before they were ready 
for occupancy. | 

William M. Wood, president of the American Woolen 
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Company, has taken a great interest in the development of 
this unique village from cross-roads settlement of a few 
houses, and is frequently séen at Shawsheen. 





WOMAN WALKS 5,710 MILES IN 50 YEARS TO SAVE 
$18 WORTH OF PLUMBING 





A hom econvenience survey the other day discovered a 
farm wife, nearly 70 years of age,. who had walked 5,710 
miles to and from the well which was the source of the house- 
hold water supply. In the 50 years she had lived on the 
same farm she had traveled daily to the well which was 140 
feet from the house, and had carried nearly 2,000 tons of 
water. The survey showed, moreover, that the pipe could 
be extended from the well to the house and the pump moved 
inside the kitchen for $18. This happened, according to the 
official report, in a populous state east of the Mississippi 
and north of the Ohio River; but similar instances may come 
to light in Missouri unless certain parties invest promptly 
in better facilities for their housekeepers. 





The Allies will receive no cash payments from Germany 
on the reparations account for several months, says a press 
dispatch from Paris. This is because Germany has delivered 
considerable supplies of coal, goods and raw materials, and 
as soon as the Weisbaden accord goes into effect these de- 
liveries will increase in an important proportion. 

Three factors will contribute to the loss of foreign busi- 
ness and American prestige abroad unless profits made ir 
foreign countries and held there by branches of American 
corporations, subsidiary corporations and individuals, are 
exempted from taxation under the laws of the United States 
and as proposed in the defeated amendment to the tax bill. 
These factors, according to prominent business men, organ- 
izations and officials, are: 1. The formation of corporation 
under foreign laws. 2. The sale of materials and goods made 
in those countries and countries other than the United States. 
3. Gradual abolishment of American banking and credit 
facilities abroad, as the banking will be done with institu- 
tions of the home countries of the corporations. 

The total available supply of copper on September Ist, 
according to the U. S. Geological Survey report, amounted 
to about 810,000,000 pounds. This did not include working 
stocks in transit and in process of refining. While this ap- 
pears to be a very large amount, it is pointed out that fully 
half of this is what might be termed a normal surplus of 
crude and refined copper. The copper producers add that 
a picking up in demand to anything like the equivalent of 
the world’s actual needs would result in this surplus stock 
quickly disappearing. Copper sales are running at the rate 
of approximately 10,000,000 pounds per month. Most of the 
big mines are closed down, but the output from mines in 
operation and various sources at the present time is about 
40,000,000 pounds per month. A recent survey of the in- 
dustry made by the Mining & Scientific Press amongst the 
leaders of the copper industry would indicate that the coming 
year will work a resumption in operations. Production will 
undoubtedly be started first by the large low-cost copper 
producers, and will be followed by general reopening of 
mines that have been idle. 

The California Industries Exposition, to be held in San 
Francisco Exposition Auditorium from November 19 to De- 
cember 10, will represent an investment in exhibits and deco- 
rations of more than $10,000,000, according to directors of the 
undertaking. The exposition, a unit of the program de- 
veloped by Dr. B. M. Rastall for the Chamber of Commerce, 
is a civic undertaking on the part of San Francisco, being 
directed by the Central Bureau of San Francisco Organiza- 
tions. Its object is to stimulate the industrial development 
not only of central and northern California, but of the state 
as a whole. 

















KINKS for STEAM 


FITTERS 


Simple Methods for Solving 


Several Puzzling Problems 


Hot Water Supply Service 
The method of making all pipe connections, placing the 
coil, the thermostat and the diaphragm are shown in detail 
in Fig. 1; data relating to sizes, etc., for heating various 
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Hot Water Svoply Service 
Temperature Raise = 100°F (from 60° to 160°) Steam 2 to § Lb. 




































































Gallons Storage 5/ St SH Square | Square \Lb Steam 
Heateclaaacity) ore Lsumply |Return |g/Ceh, |, (eet, omens 
brasstipeilror Pipe\Per Hour 
1000 | 500 |\42x84| 33° | 2" | 40 | 50 | 862 
900 |450 |42x72| 37 | 2 36 | 45 | 776 
800 | 400 |42x66| 3 ee: 40 | 690 
| 700 | 350 |\36x78| 3 ‘x | 28 | G5 | 604 
600 |300 \%6x72| 3 ip | 2 | 30 | 57 
500 | 250 |36x60| 23 | Y | 20 | 2& | 437/ 
400 | 200 |30x66| 2 if /6 £0 | 345 
300 | 250 |30x48| 2 / 12 I§ | 259 
200 | /00 |@4x48| 2 / 8 40 | 17é 
100 | 50 \/8x#8| (2 | # 4 5 | 8 
Fig. 1. 





amounts of water from 100 gallons per hour to 1,000 gal- 
lons per hour are also given. This table is calculated for 
a temperature rise of 100 degrees. Any other temperature 
rise may be easily calculated. For instance, a rise from 




























































Fig. 3. 


40 degrees to 180 degrees—140 degrees would be 40 per 
cent greater for any of the three last columns; a rise of 
only 80 degrees would be 20 per cent less. The sizes for 
steam supply and return would then be in proportion to 
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the amount of steam condensed. The amount of storage 
capacity to allow is always more or less of a guess. The 
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table gives a storage capacity of one-half the hourly heating 
capacity. 
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Dripping Supply Riser Into the Return 
In a down-feed system of vacuum heating, it becomes 
necessary to drip the bottom of each supply riser into the 
return. Fig. 2 shows the standard method of accomplish- 
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ing this, by means of a trap located in the basement, at the 
bottom of the riser, and connected 6 inches or so from the 
bottom, which is capped to form a dirt pocket. The trap 
discharges to the return main, which is hung from the 
ceiling. 

In cases where the return main is run along the floor 
or in a shallow trench, the supply riser is terminated at a 
point above the floor, and dripped through a trap to the 
return riser, as shown in Fig. 3. 

Sometimes the supply and return risers in a vacuum sys- 
tem are terminated at a point above an unexcavated por- 
tion of the building. Such a point may make it undesirable 
and unsightly to place drip connections above the floor. In 
such a case the risers may be continued, either above the 
floor, or in a trench, to the excavated portion of the build- 
ing and connections then made as shown in Fig. 4. 





BUYING “WHITE SPACE” 





By “Joe” Osier. 





The Master Plumber or Heating Contractor who sits dis- 
consolately in his up-to-date shop, surrounded by unem- 
ployed journeymen and the last word in flossy fixtures— 

Bemoaning his hard luck and razzing an administration 
that promises an early return to Normalcy— 

Is as much to be pitied as an Elmer who listens to a con’s 
con, then wagers all of his available cash and the “Old 
Homestead, Nell,” that the l’il pea is under that shell. 

And, while I am on the subject, it might be well for me 
to add that there are lots of men of the trade who, while 
squawking about hard times, and beefing through their brown 
derbies, are doing nothing to bring about good times. 

Which remark prompts me to say— 

I said it. 

Sure, I realize times and things and folks, including pros- 
pective builders, are more or less panicky these days. I'll 
admit the Road to Normalcy is covered with obstacles; that 
it is a slow, tortuous trail— 

And that the unemployment situation, the limitation of 
armament conference, and disquieting conditions, confabs and 
rumors are | 

Gumming up the works—still— 

I insist that now is the time to— 

Start something. 

Put bizz in business. Snap into it. 

Here is how:—Buy some white space in our local paper. 

Tell your customers—actual and _ prospective—tell the 
world that plumbing prices are down—that now is the time 
to do that remodeling job—to make that proposed installa- 
tion. 

Show them the folly of delaying, and 

Add as a gentle hint that you are equipped to do all kinds 
of work—that you can give efficient service and that your one 
aim in life is to enlarge your circle of satisfied customers. 

In case your own individual poke will not stand the drain, 
take this matter of advertising up with your local associa- 
tion. Get’the members to pool their interests to advertise 
the plumbing and heating business. If you can’t advertise 
individually—advertise collectively— 

But advertise. 

It has been my observation that the bird who sits in his 
nest and waits for the juicy worm to park on his bill gets 
nothing but— 

Hungrier. 

And by the same token, the Master Plumber or Heating 
Contractor who waits for the big jobs to come to his door, 
usually waits and waits until the sheriff backs the wagon up 
and says:— 

“How come, Buddy?” 

This much I know to be true: The shop owner who goes 
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after business, hits the ball and does satisfactory work, 
garners the sheaves and— 

The one who does the opposite—waits for the fruit to fall 
in his basket— 

Gets the berries. 

The latter named is cheating the undertaker—he is as dead 
as the League of Nations. 

I know that a difference of opinion exists regarding this 
question of advertising—still, I am forced to believe that the 
birds who say advertising is wrong— 

Like the ex-kaiser, for instance, are in the minority. 

But either way, whether you subscribe to the opinions I 
have set down or not, you can’t say— 

A phathead isn’t a phathead in any language. 





ADVERTISING AND SALESMANSHIP MUST GO 
HAND IN HAND. 





“Fifty-five per cent of the effectiveness of advertising is 
lost because of lack of co-operation on the part of, or with, 
the clerk. Advertising brings customers into the store but 
it’s the clerk who must sell them.” 

This statement was made by Charles Henry McIntosh, 
president of the Associated Advertising Clubs of the World, 
who was in Boston recently as a guest at a dinner of the 
Pilgrim Publicity Association, the Advertising Women’s Club 
and the Old Colony Advertising Club. 

“Advertising,” he said, “is already tremendously effective 
but we believe that more attention to retail problems, the 
actual placing of the goods in the hands of customers, will 
greatly increase this effectiveness. Helping the clerk learn 
how to sell better will, we believe, augment store sales be- 
tween 25 and 50 per cent.” 

Asked how the clerk could increase the volume of busi- 
ness, Mr. McIntosh said it could be done by overcoming 
indifference, increased attractiveness and politeness to cus- 
tomers and a study of up-to-date selling ideas. 

Thus do the biggest advertising men of the country recog- 
nize “Salesmanship” as the most important factor in business. 
It is just as important in the plumbing and heating industry 
as it is in the Five and Ten Cent Stores. 





“Salesmanship probably explains half the sales, adver- 
tising to be credited with the balance.” 

George W. Hopkins of New York, a man whose business 
is advertising and who has made a study of the results of 
publicity, made this statement in an address recently before 
the New England Advertising Clubs’ Convention at New 
Haven, Conn. 

Salesmanship he placed first, indicating that while ad- 
vertising was very important salesmanship was more im- 
portant. Advertising attracts the attention of the public 
and gets the people to your store, and salesmanship does 
the rest. 

Coming from an expert the statement of Mr. Hopkins is 
particularly interesting. “The trouble with advertising to- 
day, he said, “is that the business is not yet developed to a 
point where one can forecast definitely what results an 
outlay of money will get the advertiser.” He urged the — 
keeping of records in order to ascertain just what results 
do accrue from advertising. 

Mr. Hopkins might have added that the only trouble 
with salesmanship was that it doesn’t get enough exercise. 
Your advertising may be good but you’ve got to meet it 
half way with salesmanship if you are to get 100 per cent 
results. 





Foreign Commerce of Belgium for the second three months 
of the year, while exhibiting the effects of the general down- 
ward price movement, shows a continued rise in the volume 
of imports both in comparison with the first quarter of the 
present year and the second quarter of last year. 








KEEPING THE 


SHOP CLEAN 


Plumbing and Heating Contractor Who Was About to Quit, Tells 
of Change of Attitude Resulting from Clean Place of Business 


HE manufacturers of a certain well known cleaning 

compound have made much capital out of the use 

of the reputation of the Dutch housewife for cleanli- 
ness. In their advertisements they always show a woman in 
wooden shoes, white cap and white apron with a stick 
chasing the mythical creature dirt. The success attending 
the use of this trade-mark only serves to prove the high 
regard the American public has for cleanliness. 

Because of the nature of his business, every plumbing 
and heating contractor should make special efforts to keep 
his establishment neat and scrupulously clean. In _ the 
first place it is bound to have its effect on the customers 
who enter the shop, and, therefore, it is particularly im- 
portant for the contractor who gets much of his business 
from people who call at his shop, to be especially punctilious 
in keeping his establishment a most inviting place to visit. 





A Showroom that Is Kept So Clean That It Glistens. 


In the second place, and almost equally important, is the 
effect of a neat and orderly shop on the contractor him- 
self and his employees, for all people are influenced by 
their environment. This was called to the writer’s atten- 
tion most forcefully a short time ago by a very successful 
master plumber whose place of business is located in a 
certain section of the city of Chicago, where smoke fills the 
air continually, and where almost every other place of busi- 
ness in the neighborhood seems to have given up the attempt 
to keep their places and their wares free from the soot which 
is continually falling and somehow working its way into 
every nook and corner. 

As the writer entered this contractor’s shop, he found not 
only elaborate displays, but everything about the place was 


orderly and unusually clean. It was suggested to the mas- 
ter plumber that keeping the place in such a condition must 
require a great deal of work, but that it probably brought a 
full return in good will and increased business from the 
customers. 


“IT don’t do this for my customers,” said the contractor, 
“for I do repair work almost exclusively and 95 per cent 
of it at least is done over the telephone. I don’t think that 
even 5 per cent of my customers ever have been in my shop, 
but I have a very good reason for keeping this place in its 
present condition. Some years ago I became rather dis- 
gusted with the plumbing business and would go away quite 
frequently for a day or two to get away from it, but as 
soon as | would get back, it would seem more monotonous 
and dirty than ever. I grew rather discouraged because, 
although I had a good income from the business, I could 
not see myself getting very rich and saw no prospects of 
retiring for many years to come. When I began to think 
about getting into some other business, I realized that I 
knew nothing about anything outside of plumbing that 
would warrant my expecting any success whatever. So one 
day after coming back from a few days’ fishing trip, I tried 
to analyze the situation to find out just why I would feel 
so discouraged whenever I would get back to the shop. 


“T had just seated myself at the desk after coming di- 
rectly from the house, and had just picked up a few papers 
and other things lying about on my desk, when I looked at 
my hands and found them black wherever they had come 
in contact with anything about the office. Of course, this 
was not the first time it had happened, but it was the first 
time that I had paid any particular attention to it. It isn’t 
that I am a highbrow and afraid to dirty my hands, for I 
have done plenty of work in my time and had my hands and 
face black with dirt, but if I was handling tools I would 
expect to get dirty and wear old clothes and would not 
have to handle books, papers, and other things that ought 
to be kept neat and clear. When I looked around I noticed 
that everything had a liberal coating of soot. The window, 
showroom, floor, fixtures, and everything else about the 
place had a thick layer of dirt. I had seen this before, for 
it was only occasionally that any attempt was made to clean 
up, but this. was the first time that I really began to connect 
it with my feeling of indifference toward the place and the 
business itself. 

“Although I realized before I started that it would be quite 
some job to keep the place thoroughly clean, I decided to 
do it for a week just to see what difference it would make 
to myself. I had the place thoroughly gone over and then 
had the floors and all the woodwork varnished. I further 
arranged to have the place carefully dusted a couple of times 
a day. In addition the bookkeeper and myself would use a 
dust cloth occasionally during the day. By dusting fre- 
quently, and occasionally giving the woodwork and floor an- 
other coat of varnish, we have had very little difficulty since 
in keeping the place just the way it is now, but it certainly 
has made a great difference to me and also to my book- 
keeper. This place hasn’t been quite so depressing since 
and the plumbing business doesn’t seem such a bad one 
after all.” 

A clean and attractive establishment is certain to have a 
favorable effect on employer, employee and customer. 
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| This department is a clearing house for Ideas and is open to every reader of ‘‘Domestic Engineering.’’ Problems sent in are 
| replied to at the earliest possible moment by ‘‘Domestic Engineering,’’ and this department can be made more valuable if 
Read the questions and answers. If you have had similar prob- 
lems, or know from experience how the faults can be remedied, do not hesitate to send in your comment or criticism. It will 
be some satisfaction to you to know that you have helped a fellow craftman and a pleasure for us to pass on the data. ‘‘Every 
man owes some of his time to the upbuilding of the profession to which he belongs.’’ 


readers themselves will help the man who needs assistance. 








INFORMATION ABOUT AIR CHAMBERS ON 
PIPE LINES 





Editor, “Domestic Engineering’ :—The following informa- 
tion about the installation of air chambers on pipe lines will 
no doubt prove of interest and value to many of the read- 
ers of your “Questions and Answers” department: 

When my plant was installed, the water pipes were laid 
underground, according to common practice, although they 
were not located very far below the surface in the engine 
and boiler rooms. As the plant was enlarged to meet the 
increasing demands for steam, a boiler was placed directly 
over one of the main lines. As the years passed away, 
this pipe became corroded until the flow of water was much 


If this pump was run slow the service was satisfactory, 
but if an attempt was made to increase the speed, water 
hammer made so much noise and vibration, that it had 
to be reduced, and the necessary supply of water was se- 
cured elsewhere. The cause for this may be explained as 
follows: When this pump started to make a stroke, a 
column of water 15 ft. high, from 2 to 3, was set into motion. 
At the same time another body of water 30 ft. long, from 
3 to 4, was likewise moved, and another 12 ft. long, from 
4to5. When the pump stroke was completed, these columns 
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Fig. 1. 


reduced. Finally the pipe failed, making it necessary to in- 
stall a new line. It was not practical to follow the original 
plan, hence some of the new piping was located overhead. 
See Fig. 1. 

The first vertical piece appears at 2 and extends upward 
for 15 feet, with a gate valve to shut off the supply, and a 
pet cock above it to drain all water out of the pipe. A tee 
was placed at 3 with a plug in the dead end. The horizontal 
pipe was continued for 30 ft. to point marked 4, where 
another tee was used with a plug in the end. The air 
chambers were an after consideration. The pipe was then 
carried downward for 12 ft. to 5 and thence to pump, 6. 
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of water were suddenly brought to rest hence the water 
hammer and vibration, as the pipe was not held rigidly. 

To overcome this objectionable feature, the plug at 4 was 
removed and an air chamber 3 ft. 6 inches long substituted. 
This proved a great improvement as the pump could now 
be run at much higher speed with less vibration. Next the 
plug at 3 was removed, and a horizontal air chamber about 
4 ft. long put in place. The pump can now be run at its 
highest speed without vibration or noise. 

When making an air chamber, special care should be 
taken to have every joint perfectly tight, as even the smallest 
leak will allow air to escape, and when the chamber is filled 
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with water, it is of no more value as a shock absorber than 
an equal length of pipe anywhere else in the line. 

Having a pair of duplex cold water pumps that were 
noisy, the cause was investigated. There were no air cham- 
bers on these pumps (as shown in Fig. 1) and there were 
none on the lines. Water came to the pumps under pres- 
sure, and was delivered under about 30 pounds higher pres- 
sure. I removed plugs on the side opposite to the utilized 
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Fig. 2. 


inlet, and installed an air chamber on each, as illustrated 
in Fig. 2. 

They have not proved an unqualified success, because the 
noise was not wholly eliminated by them. However, when 
a \4-inch connection was made into each one near the top, 
and compressed air is admitted from a nearby tank, the 
noise disappears. These chambers are air-tight, hence it 
is not due to leaks allowing the 
air to escape, yet they do become Te A 
filled with water. 

In another plant, a 7%x7%2x6- 
inch single pump was used to draw 
water from a well and deliver it 
to an elevated tank. The water 
cylinder was surmounted by the 
usual pump cylinder cap, but it 
was not fitted with an air chamber. 
The engineer added this fixture as 
illustrated in Fig. 3. The cap was " ‘ 
fitted with a 1%-inch nipple, fol- 
lowed by a 6x1%-inch reducing J 
coupling. A piece of 6-inch pipe 
16 inches long was screwed into 
this coupling, and a suitable cap "7 
provided for the top. The pump 
now operates noiselessly, giving 
perfect satisfaction. 

Single boiler feed pumps in the 
same plant were fitted with air 
chambers like the pump in Fig. 1 
and show much improvement by 
quiet operation. Here we have 
illustrations of both effective and 
non-effective air chambers, and we 
naturally wish to know what causes the difference. The 
air chamber shown in Fig. 2 is made of 4-inch pipe. In 
Fig. 3 the chamber is made of 6-inch pipe, but the entrance 
to it is 14-inch. Fig. 1 shows a large air chamber, but 
the neck of it is 1%-inch and the pumps mentioned without 
illustration have the same kind of air chambers. Prac- 
tically all of the piping shown in Fig. 1 is 2-inch. From this 
it appears as if the neck of an air chamber should always 
be comparatively small, especially if it is on the suction 
line of a pump. If the connection is full size (unless the 
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whole is made of small pipe), it allows water to displace 
the air much more readily than if the size is reduced at 
this point. Perhaps cases can be found where this reason- 
ing does not apply, but it appears to be correct, hence it 
should be taken into consideration when designing piping 
for this purpose. 
New Haven, Conn. 


W. H. Wakeman. 





WHAT SIZE OF MAIN WILL SUPPLY 575 SQ. FT. 
OF RADIATION? 





Editor, “‘Domestic Engineering”: Will you be kind enough 
to give us your opinion on the following problem: 

We are installing a 1250-ft. hot water boiler with 575 sq. 
ft. of radiation. The boiler will be placed at the rear of the 
house, and all the radiators will be taken off from one run. 
The boiler is tapped 4-inch, and we claim that a 3-inch pipe 
would be large enough to supply 575 sq. ft. of radiation. The 
owner has the idea that the 4-inch pipe should be run from 
the boiler to the first opening. 

I would value your opinion on this question. 

Wisconsin. 


K. W. K. 





For an open-tank up-fed hot water heating system it is 
usually estimated that a 3-inch main will supply from 600 to 
650 sq. ft. of radiation, provided its length does not exceed 
100 ft. The size of the tappings of the boiler has no bearing 
whatever upon the question of the size of the main. 

Many fitters, in determining the size of a hot water main, 
prefer to figure the valve area supplied, and we think that 
this is the better plan and the safer method. 

Supposing that the amount of radiation on this job was 
divided into ten radiators, five of which require l-inch valves 
and five 34-inch valves. If the circle area is used as a basis 
of figuring, the effective area of a l-inch valve would be .78 
sq. inch and of a %-inch valve .44 sq. inch; 5x.78 = 3.90, and 
5x.44=2.20, therefore, the total area to be supplied would 
be 3.90 plus 2.20, or 6.10 sq. inches. The area of a 1-inch cir- 
cle is 7.06, therefore a 3-inch pipe would be sufficient for the 
main. Supposing that ten radiators were supplied by four 
1%-inch, four l-inch and two 34-inch valves? Figuring upon 
the same basis, the total area of the valves would be 8.88 sq. 
inches. As the area of a 3-inch pipe is but 6.10 sq. inches, a 
larger pipe will be required, and the nearest size would be a 
3%-inch pipe, area 9.62 sq. inches. 

If correspondent will begin at the end of the main and go 
under the last radiator supplied with a pipe that is two pipe 
sizes larger than the radiator connection, then add the valve 
area as each radiator is supplied, working toward the boiler 
and increasing the size of the main as required, he can accu- 
rately size the main for any job. 

Of course, in order to make the proper use of this method, 
the proper size of valve should be used on each radiator, 
according to its size and location. If the system is an accel- 
erated system, the valve sizes will be much smaller than 
would be required for an open system. 





Harrisburg, Pa.—M. N. Smith has just opened a plumb- 
ing and heating establishment at 1717 North Street in this 
city. 

Harrisburg, Pa.—Leo T. English, 1606 Susquehanna Street, 
has the contract to install plumbing and heating in the 
$10,000 residence of R. J. Johnson, to be erected in Wormleys- 
burg, and the plumbing in the 20-apartment building under 
construction on Green Street, Harrisburg. 

York, Pa.—John C. Metzel, 933 East Market Street, is 
installing the heating system in the Fourth United Brethern 
church now being erected in this city. 

John Day, Ore—The Grant County Plumbing, Tinning 
& Heating Co., of which C. W. Bock is manager, has 
moved from Fossil, Ore., to John Day, where excellent 
quarters have been secured. 
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T. E. B. PEP FOR SALESMEN. 
To the Knights of the Grip: 

During the life of many of our present day business men, 
this country has “gone to the dogs” a dozen times. From 
the reconstruction days of the civil war, to the present read- 
justment days after the world’s war, we have had our trou- 
bles. For a century we have had panics, floods, fires, polit- 
ical land slides, and financial snow slides. But, every year, 
the United States has forged ahead. 


Every year, thousands have gone down and out and, every 
year many have gone on and up. This is the history of our 
it is the story of today, and it will be the experi- 

Pessimists talk panic when business is 
“blow” when business is good. Pessimists 
are like parasites, and parasites, you know, stick to the old 
ship like barnacles. If only they would drown and lessen 
the load. According to them this country today is in a ter- 
rible condition, morally, politically, financially. As a matter 
of fact, we are not going into hard times, we are pulling 
away from soft times. 





country, 
ence of tomorrow. 
bad, but how they 


We are our own most severe critics. But, we have car- 
ried self-criticism to an obsession, in order to be big, broad, 
and a brother to the whole world. We have emphasized 
our own faults, and enlarged upon the virtues of our for- 
friends. Yet no foreigner would dare to say, to you 
or me, that America is backward, or that we are in a critical 
condition. I am quite sure that if each of us could make 
a trip to the old world, we would come home again with a 
much better understanding of the unlimited possibilities of 
this country. 

In 1919, the pessimists were enthusiastically optimistic. 
In 1921, the same pessimists are decidedly in the dumps, 
and here you have the proof that they have no commercial 
courage. minus the 
eyes of foresight and the brains of forethought. He can 
only understand what he feels today. He has no vision of 
the future, for his mind is completely clouded. 

He little realizes that these are days when the head of 
a business must dig into details, in search of simplifications 
that will make business profits under readjusted conditions. 
Little does he realize that the successful business man of 
tomorrow will be the who is wise enough to realize 
the importance of “details” today. 

The practical optimist is the one who realizes that the 
success of tomorrow will not come, unless he has surround- 
ed himself with a proper organization, equipped the organ- 
ization with the proper tools, and established the respon- 
sibility of each member of the organization. This plan is 
characteristic of good business management. In fact, it 
is the outstanding characteristic of the only type of man- 
agement that will succeed in making a good showing when 
a real test comes. 


eign 


The pessimist is a spineless jellyfish, 


one 


Among your customers, whom do you deem the best? 
Is it the fellow who is content to keep his books in an 
ordinary day book; or the man who sees the necessity of 
proper records, which point out to him the many details 
of his business that he should know about? 

We do not have to wait for your answer. Anyone, even 
with limited business experience, knows that a customer 
who keeps good records is, or soon will be, a good business 
man, who pays his bills promptly and enjoys an ever in- 
creasing volume of profitable business. 

We too, realize this fact. Therefore, during the month 


of November this Bureau will conduct a nation-wide cam- 
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paign for better bookkeeping methods in plumbing and 
heating shops. 

The plan we have adopted is as follows: 

First of all, we are sending out, to every plumbing and 
heating contractor in the States, a broadside similar to the 
one which has been sent you. We ask you to examine this, 
and direct your particular attention to the testimonials and 
map showing distribution. 

Especially would we direct your attention to the testi- 
monial of the president of the National Association, Jos. 
W. Cannon. Mr. Cannon is an up-to-date, progressive, 
master plumber, as is evidenced by the fact of his holding 
the highest position in the gift of the members of the Na- 
tional Association of Master Plumbers. That a man of his 
attainments should adopt this system is proof conclusive 
of its value. 

With this broadside in the hands of the plumbing and 
heating contractor, the way has been paved for you to 
secure his attention without any trouble, when you talk to 
him about better bookkeeping. 

You have many customers to whom you would like to 
sell more goods than you do. You are restrained from do- 
ing this by your credit man, as a matter of necessity, be- 
cause of their limited financial standing. Investigation shows 
that poor bookkeeping, or, in many instances, no bookkeep- 
ing at all, ts responsible. It is obvious that if you can raise 
the financial standing of your customer, you will be able to 
increase your sales. Therefore, you will be benefitting not 
only your customer but also yourself, in seeing to it that 
good bookkeeping systems are installed in the shops of all 
firms that you call upon. 

We would suggest that you start at once to make a list 
of this class of customers. In addition we are asking the 
credit men of T. E. B. contributors to get behind this 
movement for better bookkeeping methods and to supply 
salesmen with a list from their records of customers whose 
credit standing might be improved by better bookkeeping. 
We therefore ask that you work in close co-operation with 
your credit man and see the people whose names he fur- 
nishes. Use your very best efforts to have them install a 
better bookkeeping system, by showing them the advan- 
tages of better credit standing, together with any other ar- 
guments that may come to your mind. 


There is no one closer to the plumbing and heating con- 
tractor than the salesman who calls upon him regularly. 
The contractor usually relies to a large extent upon the 
salesman’s judgment and advice in many matters other than 
the purchase of goods. It is for this reason that heart- 
to-heart talks by you, along the lines of better accounting, 
will do much towards improving the bookkeeping on your 
territory, and as a consequence in the industry as a whole. 
The net result will be improvement of your sales possi- 
bilities. 

This Bureau is composed of but few, comparatively speak- 
ing, and while we are using our very best efforts for the 
sale of these bookkeeping systems, these efforts are ob- 
viously small as compared with the possible efforts of the 
salesmen of our contributors throughout the country. Per- 
haps there are things that could be done by this Bureau, 
which we have overlooked and which you, in your contact 
with the trade from day to day, see. Rest assured that any 
suggestions along these lines will be very gratefully re- 
ceived and given close attention. Then, too, in any cases 
where a letter from this Bureau would help to sell them 
the idea, do not hesitate to send their names in to us. We 
will do everything possible on our part to consummate 
the sales. 

The time for the installation of new accounting methods 
is right now. The end of the year is drawing close. That 
is the logical time to make changes of this kind. It is 
well for the contractor to get this system started prior to 
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the close of the year, in order to iron out the usual kinks 
atid make certain the smooth operation of the system for 
the new year. 

At the close of 1920 we made a drive of this kind. The 
response was so great that many contractors were obliged 
to wait several weeks after the first of the year before re- 
ceiving their order, because of our, then, limited facilities. 
This time we want to avoid such delays. It is for this 
reason that we are getting this matter under way at this 
time. . We have greatly increased our facilities but even 
with these increased facilities, it is extremely desirable that 
orders should be placed as promptly as possible. 

Bring this point out strongly in talking to your customer, 
and where he shows an inclination to place the order at a 
later date, do everything possible to have him “Do It Now.” 

The Sales-Help Service Department has had the hearty 
co-operation of the sales force of the plumbing and heat- 
ing industry in many successful campaigns during this year. 
We feel confident that this, the first call of the Account- 
ing Service Department, will arouse the same cordial re- 
sponse you have shown to past efforts of the Bureau. 

Let us count upon you for your undivided efforts in the 
drive for better bookkeeping methods during the month of 
November, and for the balance of the year, or even until 
such time as every customer in your territory is provided 
with a proper bookkeeping system. This Bureau will ap- 
preciate your assistance and it means more business for 
you in the end. 

Yours very truly, 
The National Trade Extension Bureau, 
Wm. j. Woolley, Sec. and Mer. 


s 


A PLACE IN THE SUN. 








In times past persons in search of a plumber “jest natcher- 
ly” turned into the side street and looked for a dingy build- 
ing with unwashed windows and an inconspicuous sign bear- 
ing the words “John Smith, plumber.” 

Things have changed in recent years. Plumbers have come 
to realize that their place is orf Main Street, just as much as 
is the druggists’, the confectioners’, or any other business 
man’s. A few still cling to the side streets and the dingy 
shops, but the majority of the successful plumbers have taken 
their place in the sun. 

But the inconspicuous sign with the bare announcement 
that the owner is a plumber still appears on many Main 
Street shops—more like a professional card in the weekly 
paper than the sign of an up-to-date merchant. Sometimes 
it is painted on the window, in other cases it projects out 
over the door on a 2 ft. board. 

Other business men have attractive swinging signs, or 
gold lettered signs clear across the top of their store win- 
dows; perhaps an electric sign that flashes periodically. Most 
of these men are shrewd business men. They believe at- 
tractive signs are a paying investment or they would not 
spend money for them. 

If it is a good investment for the butcher, the baker and 
the candlestick maker to have an attractive sign, surely it 
would pay the plumber. In many cities the plumbers have 
come to realize this and are well up with their fellow mer- 
chants. But there is still opportunity for many a master 
plumber to profit by the example of men in other lines. 

Signs, like everything else, can be overdone. The man who 
would make his newspaper advertising forceful, who would 
have it stand out so the reader cannot help but notice it, takes 
good care to use few words and leave lots of white space. 
So it is with store signs. Too many signs are worse than 
not enough. To strike the happy medium is most important. 

Get your place in the sun. And having become firmly 
rooted there make your establishment the brightest spot, 
one from which the sun is reflected in such a way that it 
cannot escape attention. 
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CONNECTED BY AWB. 


A promising plumber named Trout, 

Of his business he never would shout; 
He would not use an ad, 
So his business got bad, 


In fact it went quite up the spout. 
; E. B. L. 





“How can one determine whether a man is neutral or not?” 
asked the teacher. 

“Kick him,’ suggested Micky Flynn. “If he knocks yer block 
off, he ain’t.” MIKE QUINN, Scranton. 





SAFETY FIRST. 

A preacher was driving home from a ministers’ meeting 
on avery dark night. “How are we getting along, Charlie?” 
the preacher asked his chauffeur. 

“IT am drunk, but I trust in the Lord.” 

“Well, if that’s the case,’’ said the preacher, “then I want 
to get out and walk.” H. R., Chicago. 








Abe Martin says: “Len Withers was very busy yesterday. 
He sold his wheat, bought a new flivver, and paid Joe Bangs, 
the plumber, two dollars on the bath tub Joe put in Len’s 
home last spring.” 





THE WEAKER SEX 
Ts that portion of the human race 
That goes down town in zero weather 
In a half-mast lace waist and pumps 
To buy a muffler and woolen socks 
So her husband can go to work. 
A. G., Little Rock. 





THE BUSINESS INSTINCT. 

English Guide (showing places of interest):. “This is the 
very room, sir, where Wellington received his first com- 
mission.” 

American Tourist: 
did he get?” 


“Indeed! And how much commission 
MIKE QUINN, Scranton, Pa. 





SCIENTIFIC SALESMANSHIP. 
Selling a shower to a man you accidentally turned the 


hose on. SALE of Salem, Mass. 





A little while ago the yell was, “No beer, no work.” Now 
that we’ve got both everybody ought to be happy. 
C. K., Kansas City. 





THE WEER’S BEST WHEEZE 








Who Said It? 

Trouble was brewing in the plumbers’ union. There 
were two factions, each bitterly opposed to the other. 
One evening the trouble came to a head. A member of 
one faction hit a member of the other faction and a 
fight was on. Just then the president arrived and 
separated the fighters. He decided to try and end the 
quarrel on the spot. “Now,” said the president, “let's 
get at the bottom of this thing. Who was it that said 
that this plumber here on my right is nothing but 
a dirty little scab?” A loud silence. The president 
repeated: “Who was it that said this plumber is a 
dirty little scab?” Nobody answered. “I ask you for 
the third and last time,” shouted the president, “who 
said this plumber was a dirty little scab?” A man 
near the door stood up. “I don’t know anything about 
that,” he said. “But what I want to know is this: 
Who said that dirty little scab is a plumber?’ 

FONG DU, Milwaukee. 











HE WAS SO IGNORANT. 
He thought the misionary movement was a new dance. 
D. A. B., Chicago. 





When the frost is on the punkin and the fodder’s in the 
shock, my thoughts turn to radiators and the pipes I had 
forgot. FELIX, New York. 





Lives there a man who takes a bath a day and does not 
brag about it? A. W. B. 











THE SEVEN KEYS 





to SALESMANSHIP 


Address by Professor 8S. H. Clark, of the University 
of Chicago, Delivered Before the Advertising Council 
in the Morrison Hotel, Chicago, October 13, 1921 


OU may ask what business a college man has to speak 

to professional advertising men on their particular line, 

and my excuse, and I trust my warrant will lie here: My 
work has taken me into two fields; first, that of the orators, 
and, secondly, that of the dramatists, and it occurred to me 
that after all a speech was a sales talk and if it did not sell, 
no matter how much applause it got, it was a failure. A 
speech, a sermon, or any other form of public address is 
intended to sell an idea, a state of mind—don’t hold me 
down too narrowly to the exact word. 

As historic examples, I need but mention Demosthenes, 
when he stood before the voting freemen of Athens, and 
Edmund Burke, when he delivered his “America’s Relation 
to the Colony.” 

Salesmanship in Shakespeare 

Every episode, every scene, every act and every play of 
Shakespeare is a sales talk. There is more of salesmanship 
and advertising to be learned in Shakespeare than in all the 
courses of advertising that you can take, or, putting it other- 
wise, all that is best in the many excellent courses in sales- 
manship in colleges and elsewhere runs parallel with what 
is best in the great dramatists. (By way of illustrating this 
point, Prof. Clark referred to the Duke of Gloucester and 
Lady Anne in Richard III, and to Brutus and Cassius in 
Julius Caesar.) 

The Seven Keys to Salesmanship. 

I find that after all the number of keys that will open 
the safe deposit vault where the money lies that we are 
after, is limited. I call it the seven keys of salesmanship, 
although there may be eight and there may be nine. 

I believe curiosity, which I shall not touch on, is often 
a very strong, impelling motive. I think the sex motive, 
which I shan’t dwell on, has sold many and many a bill of 
goods, but I am going to confine myself to these seven, 
perhaps only six, for this reason, that talking to hundreds 
of business men I find that there is much more guesswork 
or surrender to the philosophy, the laissez faire, well, it 
is all shooting in the dark, after all, and you can’t key it up 
and you can’t tell, and it is a matter of inspiration. 


Appeal to Money. 

If you can convince a man that he can make money out 
of a certain thing and he has the money or knows where 
he can borrow it or steal it he will buy your product, if 
money is what he is after. Now, there may be a thousand 
ways in which you can work him, a thousand emotions to 
which you can appeal in order to get him to make that in- 
vestment, but, after all, the primary appeal is to money. 

You take your banking advertising. You tell a man to 
save his money and when he is old he will be free from the 
fear of poverty. Well, that is pretty good if you can scare 
him enough. The reason why youngsters won’t save is be- 
cause we can’t scare them enough. That is why Dad’s 
advice to his kids isn’t worth a dandelion. 

But there is another appeal which is stronger, though by 
no means nearly so universal, and that is the appeal to the 
desire for larger life, a more pleasant life, a wholesomer life, 
a longer life; in other words, the appeal to what one might 
call one’s health instincts, and when that is uppermost money 
counts for nothing. 
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Medicine Advertising an Example. 

Witness the hundreds of millions and perhaps billions 
of dollars that have been spent and are still being spent 
to sell certain forms of medicine, both quack and other- 
wise, in order to alleviate our sufferings. Isn’t it just barely 
possible that you might sell that man a piece of land not 
because it will pay him in dollars, but because it is a 
place of residence in which he is less likely to be afflicted 
with some form of disease? 

I pass now rapidly to the third point. This, of course, 
you have all done lots of times, but how many of your 
friends who are not fortunate enough to be members of 
the advertising council, the outsiders, have missed it. How 
many millions of dollars of goods of one kind or another 
are sold every day through the influence of the appeal to the 
man’s affection. | 

Think what an enormous amount of advertising is done 
today. Banks are advertising, and you will concede that 
up to a very few years ago they had the finest art of inef- 
fective advertising that ever was known. The bond people are 
still a close second. The president of the company writes 
me as follows: These statements we believe to be true, but 
we don’t guarantee them. Buy a bond. 


Touches on Vanity Appeal. 

I pass on now rapidly to the phase which we will call 
the vanity appeal. You know it. Only this morning I 
was reading part of the life of Grant, and Matthew Arnold 
was commenting on that awful and tragic financial muddle 
into which our poor General Grant got himself, and some- 
body said, “How on earth did Grant ever get led into that 
muddle? He knew nothing of the business, and he simply 
was the prey of sharks.” “Well,” said the man, giving 
the explanation which Arnold quotes, “suppose you had a 
son of whom you were very fond and somebody had come 
to you and said, ‘that young man of yours has got a great 
future before him.’ Of course, all of our boys have got a 
great future before them. You had, too, when you were 
a boy. Now, I will take that young man of yours and I 
will put him into the banking business with a_ business 
backing that is so and so and so and so, and Grant yielded.” 
Of course, it was a double appeal. It was an appeal to 
Grant’s love and affection and also an appeal to Grant’s 
vanity. He wanted his boy to make a mark in the world. 


Gives Himself as Example. 

I had a man, a very keen man, who came to me once and 
said, “Mr. Clark, I have a proposition that I want to pre- 
sent to certain other members of the faculty, but before I 
do it I want to tell you my sales talk. You have been so 
much help to me. I got more out of your class at the 
university, Mr. Clark, than all the other classes put together. 
Now, I didn’t study as hard as I should, but I can’t remember 
any other course but yours, and I know that you can help. 
me with this thing.” Then he proceeded to give me the 
proposition, and do you know it was not until after he had 
gone that it dawned upon me that he was trying to sell 
me. If I should agree that is a good idea, that is the way 
to present it, then I was selling myself, but I had that 
much experience to get onto it after trying it out once, 
but he came back and almost sold me again. 
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I am going to pass on to another phase, and that might 
be called the sentimental appeal. That was the appeal we 
used so largely throughout the war. The boys were not 
going to get anything, they were not going to get any 
special rewards, they were going to suffer, they were going 
to die—for what? For an idea or an ideal. That is what 
moved thousands of them, millions of them, and that was 
atl appeal to sentiment. | 

“Appeal to Sentiment Plus.” 

Before you abandon the possibility of an appeal to senti- 
ment or finally put your sales talk in working order for the 
press or for the mouth; I am not going to ask you just to 
think what is it that builds up the South Park Improvement 
association? It is not alone the appeal toward making your 
property worth more. I happened to be a little bit inter- 
ested in the formation of that, one of the earliest neigh- 
borhood improvement associations in Chicago. The appeal 
was largely the appeal, “Let’s have a nice neighborhood.” 
It was an appeal to the sentiment plus. 

The Appeal to Taste. 

And now-I am coming to the last point—to the tastes. 
You know you like to ride in a nice car. You don’t want 
one of these things that you can feel every crack in the 
road. You want one of these, that rides well. “Just come 
and ride with me.” Another man says, “Look at the shape 
of it!” Another man says, “Look at the color of it,” or 
“We will paint it any color you please.” There is the ap- 
peal to the taste. 

If you are selling strawberries or dates or figs or you are 
selling linen, leaving out the mere dollar and cent aspect, 
there is an appeal to the tastes, but why would you rather 
go to the A. B. C. Company in Chicago, that large merchan- 
dising house, retail, in preference to the X. Y. Z.? Because 
you like the big open spaces, you like the mahogany or 
rosewood accoutrements, you like the attention that is given 
by the help. It appeals to your taste. 

Emotional Environment. 

There is another point which I will just touch and leave, 
and that is the emotional environment of advertising and 
salesmanship. I was taught that several years ago by a 
professional advertising man in a.distant city. I com- 
mented on the beautiful paper that he was using, and I 
wrote him and asked him what it cost, and he told me. 
When I met him a few months later he said, “I see you 
are a college professor. Do you know how much it costs 
you to send out a letter?” I said, “Well, I don’t send out 
so very many. Perhaps it would cost me ten cents a letter.” 
He said, “It probably costs you more.” Then he showed me 
some statistics showing that it costs generally in the neigh- 
borhood of 13.7 cents to write a letter. Then he said: “With 
this paper a letter will cost you 14.7 cents instead of 13.7 
cents. You send out about three or four thousand sheets a 
year, and, with your envelopes and the rest of it, makes a 
difference of about fifteen or twenty dollars for this beau- 
tiful paper.” I said, “Order it for me quickly.” Why? 
Because I know when people get that letter and get that 
envelope that it causes a pleasant emotional environment, a 
pleasant emotional reaction. 

Taste May Turn Scale. 

You have a given overhead. Now, by the application of 
all of these principles, supposing you could increase your 
sales, say, 2 per cent, say one per cent, to make it meager, 
the profit on that would be all profit. I am not claiming 
that this is going to revolutionize salesmanship. Of course, 
it is an insult even to say that, but all I am appealing for 
is this, that added to what you already know, if you will 
but make a conscientious effort every time you prepare an 
advertisement, every time you write a letter, every time 
you write an article, every time you do anything pertain- 
ing to salesmanship, I believe that once in every fifty times, 
that is, 2 per cent, the application of these principles, will 
turn the scales in your favor for all things else being equal, 
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it is the added grain or two in this part of the scale that 
eventually brings the verdict to you. 

You don’t have to be 100 per cent better. Your goods 
are selling at the same price the other fellow’s goods are, and 
things probably are nearly even, and if you have just got 
the extra two grains to add to the two tons—the other 
fellow has got two tons and you have got two tons and 
those two grains or three that you can add to the scale 
will make the difference between 2,000 pounds and 2,000 
pounds and three grains which may make the difference 
between a sale and no sale. 

The tastes are a much neglected aspect in all businesses 
with the exception of business like soap, perfume, decora- 
tions, ladies’ dresses and hats and so forth. There, of course, 
they are always used, but they are frequently usable in 
what might be called the more prosaic lines of business and 
are frequently neglected. 





PICKING PROSPECTS FROM THE LOCAL PAPER. 





(Continued from Page 244.) 


said that you couldn’t tell when this new man might have a 
chance to talk about plumbing to somebody who was figuring 
on building, and until Bill could get acquainted with him the 
folders might cause him to remember Ramsey, the Main 
Street Plumber. 

“All told, Ramsey mailed out about fifteen envelopes as 
the result of reading that one issue of the Mantoria Star. 
That was more than usual, he said—generally it was about 
six. The postage didn’t amount to much and the time was 
worth it. He figured if he made one good sale a year out 
of the plan it certainly would pay because he knew that 
keeping his name and business before the people was what 
was going to build up his business. 

“I noticed that Bill sealed all the envelopes and put a 
two-cent stamp on each one. That suggested something to 
me. So 1 asked Bill if a letter, aimed right at each one 
wouldn’t be better than the advertising matter. He said 
he’d thought some about that. But he writes a rotten hand 
and although he has a typewriter, he hasn’t been able to 
master it. His wife runs it all right but she’s pretty busy 
so he’d rather get some sort of a message to people while the 
conditions were favorable that it’d be read. And Bill went 
out right away and mailed the stuff.” 

Heddon laid his local paper over on his desk and filled up 
his fountain pen. Then he went over in the corner, dragged 
out a dusty package, cut the twine around it, removed the 
wrapping paper and commhenced stuffing its contents into 
pigeon holes in his desk. 

“IT guess I’ve got enough ‘Happy and Healthy Home’ 
folders here to last me for a few mailings,” he said. 

Reynolds grinned. “Go to it,” he approved, “but don’t 
forget there are few Corning bathtubs in country homes that 
have still got to put in a water supply.” 





Late News From California. 

The state board of control in Sacramento announces that 
the state plans a building program to help the jobless. The 
unemployment program for the winter and spring contem- 
plates an expenditure of more than $6,000,000. The com- 
pleted plan is now ready for the approval of Governor Wm. 
D. Stephens and will probably be launched about December 
Ist. Many large buildings will be erected, including the 
Capitol Annex, which will cost $3,000,000. The division of 
public works will pay more than $1,000,000 in wages. 

Architect Carleton M. Winslow is preparing plans for a 
residence at La Jolla for Col. T. A. Rothwell. It will con- 
tain ten rooms and three baths and cost $14,000. 

Truman Berry has purchased two lots on Philadelphia 
Street and Washington Avenue, Whittier, and contemplates 
erecting a $200,000 hotel, and later a business building. 











THE NATIONAL TRADE EXTENSION BUREAU 





THE MASTER PLUMBER AND A GOOD 
BOOKKEEPING SYSTEM. 





Being a Review of the Things Necessary to a Proper Set 
of Books as Viewed from the Proprietor’s Standpoint. 





plex it may appear at first glance can with a little 

time and study be reduced to certain fundamental 
principles within the understanding of the average individual. 
Particularly is this true when the subject is one that deeply 
concerns his welfare. 

Bookkeeping or accounting for the average master plumber 
is one subject of which he is inclined to fight shy. He feels 
that it is something. outside his range of knowledge. He 
looks upon it as a necessary evil that has to be part of his 
business in some form, and too frequently puts up with it 
in an incomplete and unsatisfactory manner. 

The fundamental reasons for a bookkeeping system have 
been passed by discussing the various forms to be used and 
the methods of handling. In other words many articles have 
been written almost entirely from the viewpoint of the book- 
keeper rather than the proprietor. 

This article is intended to give the proprietor the reasons 
that should govern proper accounting methods—likewise to 
furnish him with certain simple tests he can apply to any 
accounting system, in order to determine its merits. 

Back of every high ideal in this business or any other lies 
the question of money or profit. Unless a business is 
profitable it can never attain these high ideals. Successful 
business is based on profit. It is profit therefore that must 
have our first consideration, and it is to furnish the pro- 
prietor with knowledge regarding profit that accounting sys- 
tems were adopted. Profit determines the financial condition 
of the business, therefore, by regulating our accounting in 
relation to our profit we automatically take care of the mat- 
ter of information as to changing financial conditions. 

Profits come from making a sale or doing a job for an 
amount in excess of the actual cost. Cost then determines 
our profit. Unless we know our cost we cannot regulate our 
Here we come to the prime requisite of an account- 
To tell us our costs. Costs may be arrived 
at in various ways. The average merchant bases his costs 
on an average of his selling price. While the master plumber 
is primarily a merchant, the amount of service in installing 
what he sells puts him, as far as cost basis is concerned, in 
a different class from the straight merchant. 

In this business the only way to accurately determine 
costs is to figure the cost on each job or sale, then by tabu- 
lating these figures arrive at the total costs and profits for a 
given period. Each job is a problem into itself, and condi- 
tions vary somewhat on each and every job we do. Pri- 
marily then a proper accounting system must tell you your 
cost and profit on each job you do. 

Not only must it give you the cost, but to be efficient it 
must furnish an analysis of the cost as to labor, material, 
overhead and other charges such as permits, truck service 
and other items. The reason for this analysis is so that de- 
tailed comparisons of the estimate and costs on jobs of a 
Another vital reason will appear 


A > question or problem no matter how deep or com- 


profit. 
ing system. 


similar nature can be made. 


later. 
Just as each job or sale is the foundation or unit of the 


volume of business, so is the job ticket or record of the in- 
dividual transaction the foundation of the bookkeeping sys- 
If each transaction is not figured on a basis of profit 
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tem. 


there will be no profit or at least not sufficient on the entire 
volume. So it is with the accounting system, if the job 
ticket does not provide ways and means for figuring the 
detailed cost on the job the balance of the forms, and the 
entire bookkeeping system can never accomplish satisfactory 
results. Complete Loss & Gain and financial statements 
cannot be made, unless the start is made at the very begin- 
ning—the job ticket. Apply your first test then to the job 
ticket. If it does not provide for detailed costs, reject it 
then and there. | 

Next, see to it that a necessary form is provided on which 
to tabulate the figures of cost and profit of each individual 
job, in order to arrive at the total costs and profits for the 
period. 

So far we have taken into consideration the sales records 
It is essential that detailed information be kept regard- 
ing purchases and expenses. Provide a book for the entering 
of all purchase and expense items. Classify these according 
to labor chargeable to specific jobs, material purchased for 
stock and overhead expense items. Also separate other 
items, such as permits, etc., that are applicable to specific 
jobs. Note that these divisions correspond to the various 
items of cost. Subdivide your overhead expenses according 
to the principal items. Do this so you can compare the 
amounts of these items, one month with another, and thus 


only. 


locate any excessive expenses before they reach large 
amounts. Only by this method can leaks be located, and 
stopped. 


We now come to the other vital reason for subdividing our 
Compare the different totals of costs with the total 
You purchase so much labor done 
on jobs, through your weekly payroll. You sell this labor at 
the same rate, in figuring your costs. If you are paying out 
for labor more than you are applying as labor costs, your 
cost figures are inaccurate. If you are making a record of 
every item of material that goes out and comes into your 
stock, and entering the information on your job tickets, the 
amount of your stock on hand is made up from your mate- 
rial costs. Make the same comparison regarding the mis- 
cellaneous items of cost, permits, etc. The comparison of 
these three, Labor, Material and Miscellaneous Charges is 
comparatively simple. It is just as essential that a com- 
parison of overhead expense be made, because you are just 
as bad off when you fail to charge a job with a fixture, some 
fittings or the full time of your journeymen, as when you 
fail to charge the full proportion of overhead. See to it 
therefore that the total of the overhead item of cost for the 
period is equal to the total of all the overhead expense ac- 
counts. If it is not, you have not made the profit your rec- 
ords indicate. 

You will see from the foregoing the necessity of having 
your cost records part of your bookkeeping system. Never 
consider for a moment installing a cost record that is not to 
be part of your bookkeeping record. No one is infallible, 
and every possible safeguard against errors in figuring costs 
is needed. This you do not have unless you tie your cost 
system in with your bookkeeping system. 

Reviewing what we have said, we find that a proper ac- 
counting system must— 

Provide for detailed costs on each job or sale. 

Provide a job ticket for recording detailed costs. 

Provide a form on which to accumulate costs and profits 
on each job giving totals for the period. 

Provide for classifying all purchases and expenses accord- 
ing to items of cost in jobs. 


cost. 
amount spent for each. 
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Provide for a comparison of totals of each item of cost 
‘ on jobs with total of amount spent for each respective item. 
This applies particularly to overhead. 

Have the cost system an integral part of the entire book- 
keeping system. 

With these points before him the proprietor will be able 
to pass judgment on his own or any proposed bookkeeping 
system. 

The National Trade Extension Bureau has adopted a book- 
keeping system, in which each and every one of these points 
is fully covered. They have provided a simple set of books 
for the small contractors embracing three books: Day Book, 
Journal and Ledger. They have in addition another set cov- 
ering not only these three books, but all other forms neces- 
sary to take care of all the details incident to a large organ- 
ization. In the three books mentioned the same forms are” 
used in both sets. As your business expands your book- 
keeping can expand without radical changes. 

George R. Doyle, Accounting Service Dept., 

National Trade Extension Bureau. 














Valid Covenants in Partial Restraint of Trade 
The early rule was that any contract which tended to 
restrain trade was void; but it is now everywhere recog- 
nized that many contracts in partial restraint of trade are 


valid. In United States v. Addyston Pipe & Steel Co., 
85 Fed. 271, valid covenants in partial restraint of trade 
are classified as: 

(1) Agreements by a seller of a property or business 
not to compete with a buyer in such a way as to derogate 
from the value of the property or business sold. 

(2) Agreements by a retiring partner not to compete with 
the firm. 

(3) Agreements by a partner pending the partnership not 
to do anything to interfere, by competition or otherwise, with 
the business of the firm. 

(4) Agreements by the buyer of a property not to use the 
‘Same in competition with the business retained by the seller. 

(5) Agreements by an assistant, servant or agent not to 
compete with his master or employer after the expiration of 
his term of service. 

It is noted that in all these several situations the restraint 
is incident to the main purpose of a valid contract; and after 
an exhaustive review of the authorities the conclusion is 
there reached that no conventional restraint of trade can 
be enforced unless the covenant embodying it is merely an- 
cillary to the main purpose of a lawful contract, and neces- 
sary to protect the covenantee in the enjoyment of the le- 
gitimate fruits of the contract, or to protect him from the 
dangers of an unjust use of those fruits by the other party. 

Agreements in partial restraint of trade ancillary to the 
sale of a business appear to be sanctioned primarily because 
of the recognized value of what is known as the good will 
of a business. It is held to be alike to the interest of the 
public and the owner of a business that the owner should 
be priviledged to sell that valuable asset and protect the pur- 
chaser in its acquisition, providing the restraint be no more 
extensive than is reasonably required for that purpose, and 
be not otherwise injurious to the public interest by reason 
of any peculiar circumstances of the case. 

In such transactions the public interests are deemed fos- 
tered rather than injured, since the seller has been enabled 
to reap the fruits of his industry, and the business is con- 
tinued in the hands of a new purchaser; the business with 
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its new proprietor takes the place of the old; the commodi- 
ties of the trade are as open to the public as they were 
before; and the same employment is furnished to others as 
before. The distinction between contracts of that nature 
and those in which a trade competitor is hired to discon- 
tinue business is obvious. Contracts of the latter nature 
have been as a rule condemned, although in some cases 
sustained where real public interests have been ascertained 
to be unaffected. 

So says the Court of Chancery of New Jersey in Palumbo 
v. Piccioni, 103 Atlantic Reporter, 815, where it more par- 
ticularly holds that where the covenant is designed to pro- 
tect not only the business purchased, but also another sim- 
ilar business then owned by the purchaser, and is reason- 
able as to time and territory, and both businesses are in- 
tended to be continued in operation, and are so continued, 
and where the circumstances of the case adequately dis- 
close that no element of monoply is involved and no public 
interests adversely affected, there appears to be no ade- 
quate reason against the enforcement of the covenant ac- 
cording to its terms for the benefit of the old business 
after the business so purchased shall have passed to a new 
owner. , 





Late News from Los Angeles and Vicinity. 

The Shriners of Los Angeles, nearly six thousand strong, 
are to erect a new temple on the site of the old one which 
burned several years ago. The new structure will include 
an auditorium seating nine thousand, and a banquet hall 
which will accommodate three thousand diners. The cost 
will not be less than $1,000,000. 

The Loyal Order of Moose in Los Angeles will erect a 
temple to cost approximately $250,000. Members of the 
fraternity state that it is their plan eventually to erect here 
another Mooseheart similar to the one maintained in Moose- 
heart, Indiana, where eleven hundred children are being 
clothed, trained and educated by this order. 

Plans have been made for a $300,000 group of buildings to 
be erected for the Blessed Sacrament school and church on 
Sunset Boulevard and Selina Avenue, Hollywood. The 
buildings to be erected will include a two-story, twelve-room 
school, a convent to accommodate sixteen nuns, a rectory, an 
auditorium with a seating capacity of eight hundred and a 
church to accommodate twelve hundred. 

The Milwaukee Building Co. is completing plans and has 
commenced excavating for a three-story and basement class 
A store and loft building 78x119 ft. to be erected on Holly- 
wood Boulevard at Mc@adden Place for the Hollywood Im- 
provement Co. The building is designed for seven stories 
and will cost $187,000. 

A $25,000 addition is to be built on the Virginia Hotel, 
Long Beach, which is to be used as banquet hall and ball 
room. ° 

Several Ocean Park business men have leased the prop- 
erty belonging to the Adolph Busch Estate, between Marine 
Street and Navy Avenue, and will erect a building for theater, 
offices and stores. The estimated cost is $150,000. 

The board of supervisors of the General Hospital in Santa 
Barbara has received the following bids for installing a heat- 
ing system: Pickard & Edwards, $29,750; Thomas Haverty 
Co., $32,475, and Ott Hardway Co., $32,968. All bids were 
taken under advisement. 

A hospital to cost 250,000, is to be built at Santa Ana, by 
the Santa Ana Community Hospital Association. 





The American Vice Consul at Prague, Czechoslovakia, re- 
ports that at a recent meeting of the Chamber of Commerce 
of Prague the proposal was made to create a tribunal for 
the arbitration of controversies of a commercial nature aris- 
ing between Czechoslovakia and Germany and unanimously 
adopted. The new tribunal is to be modeled on the existing 
tribunal between Germany and Holland. 
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COMPANIES RECENTLY INCORPORATED. 





The Ruth Boiler Works, Tulsa, Okla., has been organ- 
ized to operate a plant in that city for the manufacture of 
boilers, tanks and other products. The company is headed 
by H. C. Ruth and P. A. Wilson, both of Tulsa. 

The Northern Heating & Plumbing Co., of Portland, Me., 
has been incorporated with a capital of $10,000 to manufac- 
ture gas ranges, heating and plumbing specialties. Frederick 
W. Erchholtz is president, Evan R. Ray, treasurer, and A. I. 
Graney, secretary, all of Portland. 





IN NEW LOCATION. 





The Liberty Sanitary Supply Co., Cleveland, Ohio, has 
moved its offices from 428 Union Building to 3515 Lakeside 


Avenue, in that city. 





JARROTT PRATOR DUGGER CALLED BY DEATH 





Jarrott Prator Dugger, secretary of the Kewanee Boiler 
Company, Kewanee, IIL, since its organization thirty years 
ago, is dead. Death came after more than a year of illness 
which necessitated the amputation of the lower half of his 





left leg on February 16, 1921, since which time he had been 
failing in health, but kept up his courage and high spirits. 
He was born in Carlinville, Ill, September 11, 1854, and 
for the last ten years had made his residence in Homewood, 
Ill. At the time of his death, Mr. and Mrs. Dugger were 
visiting Mrs. Samuel Dugger, in Indianapolis, Ind., whose 
husband, Mr. Dugger’s only brother, died from influenza 
in San Francisco, February 1, 1919. On Thursday after- 
noon, October 27th, following a most delightful three weeks’ 
visit, he suffered an intestinal hemorrhage, which caused 
his death at 2:30 o’clock Saturday afternoon, October 29th, 
at the Altenburg Hotel, Indianapolis. 

Mr. Dugger, known to his many business associates and 
friends as Prator, was active in the heating field practically 
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all of his life. Before the organization of the present 
Kewanee Boiler Company, in which he took an active part, 
Mr. Dugger was connected first with the John Davis Com- 
pany, of Chicago, and later was identified with the Western 
Tube Company and the Worthington Pump Company. Dur- 
ing his secretaryship of the Kewanee Boiler Compay, Mr. 
Dugger had made many friends throughout the country 
who appreciated his sterling character and delighted in his 
comradeship. He was the organizer of the Chicago branch 
of the company, and was instrumental in building up the 
business of that branch. 

He was official handicapper of the Western Trade Golf 
Association since its organization in the spring of 1900, 
and his activities in the interest of the Association and 
golf in general were noticeable and commented upon through- 
out his twenty-one years of Charter membership. Mr. 
Dugger was present at the last tournament of the 1921 season 
of the Association, October 6th, and was unanimously re- 
elected handicapper for the 1922 season. He was a charter 
member of the Chicago Rotary Club, and attended this 
organization’s last meeting. Mr. Dugger also was a mem- 
ber of the Medinah Shrine, the Covenant lodge, A. F. & 
A. M., the Corinthian chapter, R. A. M., and the St. Ber- 
nard commandery. 

Officers, directors and other members of the Kewanee 
Boiler Company attended the funeral which was held Tues- 
day, November Ist, at Rosehill cemetery. 

He is survived by his widow, and one sister, 
W. Hogan of Tyler, Texas. 


Mrs. J. 





THE TWENTY-SEVENTH ANNUAL MEETING OF 
THE CENTRAL SUPPLY ASSOCIATION. 





If. ever there was a sign of “back to normalcy” it was 
prominently displayed at the twenty-seventh annual meeting 
of the Central Supply Association, held at the Hotel Sherman 
in Chicago on Wednesday, October 26. Taking all that was said 
by leading manufacturers and mixing it with the statements of 
representative jobbers, the plumbing and heating industry is 
today in pretty fine condition. In fact few industries in 
America are in as good condition at this time. 

The enamel ware manufacturers are less than two weeks 
ahead of orders. This line heads the list in getting back to 
normal production. Other lines are not so brisk, and a few 
lines are a little slow, but, all in all, the industry as a whole 
is perhaps sixty per cent on the way to pre-war basis. 

Manufacturers admitted that this was one year when they 
refused to believe in signs. They read about the millions 
and millions of building permits being issued throughout the 
country, but they refused to believe them. And so, instead 
of keeping their plants running full time during the first 
six or eight months of 1921, they took the conservative 
course, cut production and played safe. Then came a rush 
of orders. The result is a shortage in many lines, even though 
during the past sixty days manufacturing has been speeded up. 

Jobbers from every part of the Union, except those repre- 
senting the strictly agricultural sections, reported an enor- 
mous increase in building activities. But jobbers from farm- 
ing communities are not downhearted. They believe farmers 
will soon be in a position to resume buying. 
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The optimism which radiated from this meeting should go 
far in clearing the skies of the plumbing and heating indus- 
try. 

E. W. Sanborn and August Sellman were appointed ser- 
geants-at-arms, and the roll call showed a record attendance. 

The reports of the officers were satisfactory and heartily 
endorsed. 

The address of the morning was delivered by William J. 
Woolley, secretary-manager of the National Trade Extension 
Bureau, which was listened to with keen interest. Following 
the address the movement was heartily endorsed and a spe- 
cial committee appointed to raise the required funds for 
carrying forward and enlarging the scope of the Bureau. 

After luncheon, Harry A. Wheeler, vice-president of the 
Union Trust Company, Chicago, delivered an able and 
thoughtful address covering the “Present Business and Finan- 
cial Situation and Bearing of the World Problems on Our 
Domestic Situation.” The audience also listened to this with 
intense interest. 

In conclusion, reports were made by manufacturers and 
jobbers covering briefly the present situation and outlook of 
the industry as told above. 

The Election of Officers. 

The election of officers was then in order and resulted as 
follows: 

President, E. C. Garrity, National Plumbing & Heating 
Supply Co., Chicago; First vice-president, E. I. Leighton, 
Leighton Supply Co., Fort Dodge, Iowa; Second vice-presi- 
dent M. M. Cochran, Cochran-Sargent Co., St. Paul, Minn.; 
Treasurer, Edward F. Niedecken, Hoffmann & Billings Mfg. 
Co., Milwaukee, Wis.; Secretary, Paul Blatchford, 1915 City 
Hall Square Building, Chicago. 

Executive Committee: FE. C. Garrity, M. M. Cochran, E. 
I. Leighton, Edw. Niedecken, C. V. Kellogg, Kellogg-Mackay 
Co., Chicago; J. D. Tschopik, Standard Sanitary Mfg. Co., 
Pittsburgh, Pa.; W. E. Clow, Jr., James B. Clow & Sons, 
Chicago, Ill.; H. S. Rivitz, Hiram Rivitz Co., Cleveland, 
Ohio; A. B. Pierce, N. O. Nelson Mfg. Co., St. Louis, Mo. 

National Committee: Geo. H. Gorton, W. B. Young Sup- 
ply Co., Kansas City, Mo.; Albert A. Merkel, Merkel Broth- 
ers Co., Cincinnati, Ohio; Clarence V. Kellogg, Kellogg- 
Mackay Co., Chicago, Ill.; John Walker, Walker Mig. & 
Supply Co., Detroit, Michigan; Murray W. Sales, Murray 
W. Sales & Co., Detroit, Michigan. 

Delegates to the Chamber of Commerce of the U. S. of A.: 
George H. Bailey, Counselor Delegate, Bailey-Farrell Mfg. 
Co., Pittsburgh, Pa.; Isidore Weil, delegate, Weil-McLain 
Co., Chicago. 

The Attendance. 

The following concerns were represented as_ indicated, 
where no name is given the representation was by proxy: 

Abingdon, Ill.—American Sanitary Mfg. Co., H. C. Bulkeley, 
W. J. Weber. 

Akron, Ohio—The Hardware & Supply Co., Fred H. Steffens; 
Mill & Mine Supply Co. 

Algoma, Wis.—Plumbers’ Woodwork Co., S. H. Newman. 

Anderson, Ind.—May Supply Co., I. E. May. 

Atlanta, Ga.—-General Supply Co.; Lowry Co. 

Barberton, Ohio—Pittsburgh Valve & Fittings Co., 
yp Sa Ala.—Jefferson Plumbers & Mill Supply Co. 

Bloomington, Ill.—The Keiser-Van Leer Co., B. C. Van Leer. 

Boston, Mass.—Walworth Mfg. Co., W. F. Ayer. 

Burlington, Wis.—Burlington Brass Works, 
Harper. 

Bushnell, Ill.—Bushnell Pump Co. 

Cedar Rapids, Iowa—Cedar Rapids Pump & Supply Co., 
Charles L. Kidd; Chandler Pump Co., F. C. Dunshee. 

Chicago, Ill—W. D. Allen Mfg. Co., H. D. Snyder; American 
Radiator Co., Chas. K. Foster; Beneke & Kropf Mfg. Co., R. 
Collins, Geo. I. Blowers; Burnham Boiler Corporation, J. M. 
Chapman, Jr.; A. M. Byers Co.. S. D. Herron; Central Foundry 
Co., H. H. Hegeman, B. A. Schutz; Chicago Granitine Mfg. 
Co., R. S. Crogan; Chicago Nipple Mfg. Co., Dixon C. Williams; 
Chicago Pottery Co., T. Harker; Jas. B. Clow & Sons, W. E. 


Clow, Jr.; Davies Supply Co., Marshall Davies; S. Deschauer 
Co., O. J. Deschauer; John Douglas Co., V. G. Thole; Federal- 
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Huber Co., A. F. Johnson; The Goulds Mfg. Co., P. F. O’Don- 
nell; Hammond Byrd Iron Co., Wm. M. Byrd, Jr.; C. J. Orrison; 
Henion & Hubbell, J. F. Van Devanter, R. C. Mead; Hoelscher 
Bros., H. M. Hoelscher; Hoffman Specialty Co.; Illinois Mal- 
leable Iron Co., J. R. Steneck; International Heater Co., D. E. 
McCabe; Kelly & Jones Co.; Kewanee Boiler Co., A. B. Martin; 
M. O’Neill; Mark Mfg. Co., C. W. Lar- 
Miller: National Plumbing & Heating 
Garrity; The Nye Tool & Machine Works; 
H. S. Raymond, E. J. Graham; Republic Iron & Steel Co., T. S. 
Parsons; Richardson & Boynton Co., Howard Spellman; J. J. 
Ryan & Co., J. J. Ryan, Jr.; Somerville Iron Works, Wm. B. 
Neal; Spang, Chalfant & Co., Inc., C. R. Elliott; Standard Sani- 
tary Mfg. Co., Willard O. Chamberlin; Stockholm Pipe & Fit- 
tings Co., Geo. B. Baldwin; Street & Kent Mfg. Co., C. D. Street, 
W. J. Street; €. C. Todd, C. C. Todd; United Lead Co., Wm. T. 
Morgan; Walworth Mfg. Co., G. M. Gates; Weil-McLain Co., 
I. Weil; Weir & Craig Co., James Weir: Whitney & Ford, 
H. E. Whitney; S. Wilks Mfg. Co., E. W. Sedyewick: J. BR 
Wise, Inc., W. M. Thompson; Wolff Mfg. Co... W. T. Brace 

Cincinnati, Ohio—The John Douglas Co.; Merkel Bros. Com- 
pany, Louis J. Merkel; The Murdock Mfg. & Supply Co. 

Cleveland, Ohio—The Byrd Plumbers Supply Co., John W. 
Byrd; The A. D. Dennison Co.; Kennedy Company; Republic 
Brass Co., E. H. Blywise; Hiram Rivitz aia Sam Klein; The 
Welker Supply Co., Adam Welker. 

Columbus, Ohio—The Columbus Supply Co., W. L. 
Scioto Valley Supply Co., C. H. Rogers. 

Dayton, Ohio—The Dayton Supply Co.; M. J. Gibbons Supply 
Co., M. J. Gibbons; Philip Haas Company; Kuhns Bros., W. L. 
Kuhns; The W. H. Kiefaber Co., W. H. Kiefaber; The Vaile- 
Kimes Co. 


sen, M. C. Eichel, L. W. 
Supply Co., E. C. 


Stehle; 


Decatur, Ill.—Field & Shorb Co., W. R. Batchelder; Leader 
Iron Works, C. B. Irish. 
Denver, Colo.—Hedges-Atkins Supply Co.; The M. J. O’Fal- 


M. J. O’Fallon. 
Iowa—Globe Machinery & Supply 


lon Supply Co., 


Des Moines, cake Bs Oe 


Swanson. 
Detroit, Mich.—Commonwealth Brass Corporation, E. W. 
Sanborn; (2) Detroit Lubricator Co., S. A.. Witt; (1) Detroit 


Brass & Malleable Works, H. F. 
Barrel Co., Geo A. Moore, E. 
Co., Ltd., C. F. Harvey; 


Meyer; Detroit Range & Steel 
W. Sanborn; Harvey’s Sons Mfg. 
Kimball-Eisenberg Co.; The McRae 
& Roberts Co., W. S. Chelman; Michigan Plumbing Supply Co., 
Edw. F. Klein; Penberthy Injector Co.; (2) The pee & 
Skinner Mfg. Co., R. R. Sterling; Murray W. Sales & Co.; U. S. 
Radiator Corporation, C. W. Hillman; Walker Mfg. & Supply 
Co.; Youngstown Sheet & Tube Co., G. W. Bostwick. 

Dubuque, Iowa—Kretschmer Mfg. Co., F. N. Kretschmer; 
A. Y. McDonald Mfg. Co., Ira G. Whitney, Robt. T. Johnson; 
Morrison Bros., E. C. Strinsky. 

Eau Claire, Wis.—W. H. Hobbs Supply Co. 

Erie, Pa.—Hays Mfg. Co., F. J. Reed; Jarecki Mfg. Co., L. 
C. Huckins. : 

Evansville, 

Fli 











Never Split Seat Co. 
Edwin Sterner Co., Edwin M. Sterner. 

Fort Dodge, lowa—Leighton Supply Co., E. I. Leighton. 

Fort Wayne, Ind.—The P. & H. Supply Co., C. J. Stier. 

Grand Haven, Mich.—wWilliam Heap & Sons, E. C. Heap, L. 
C. La Fleur. 

Grand Rapids, Mich.—Ferguson Supply Co.; 
Co., G. O. Richards; Wolverine Brass Works. 

Green Bay, Wis.—Murphy Supply Co. 

Greenville, Ohio—The Treaty Company. 

Houston, Texas—Keithly Co. 

Hutchinson, Kas.—The Wilson Wholesale Plumbing Co. 

Indianapolis, Ind.—Central Supply Co., C. H. Rogers; Jack- 
son Supply Co. 

Jackson, Mich.—Link-Cornell Co., A. J. Ewing. 

Joplin, Mo.—Joplin Supply Co.; Plumbers Supply Co. 

Kalamazoo, Mich.—Bond Supply Co.; Kalamazoo San. Mfg. 
Co., E. V. Brigham. . 

Kansas City, Mo.—American Radiator Co., R. M. Stackhouse; 
Kansas City Pump Co.; U. S. Water & Steam Supply Co.; 
W. B. Young Supply Co., G. H. Gorton. 

Kenosha, Wis.—Frost Mfg. Co., W. J. wrest. T. J. McCann, 
B. W. Jewett. 

Kewanee, I1l.—Walworth 
Watson. 

Kohler, Wis.—Kohler Company, O. A. Kroos, J. B. Murphy, 

La Crosse, Wis.—La Crosse Plumbing Supply Co.; W. A. 
Roosevelt Co., A. W. Swan. 

Lincoln, Neb.—Cornell Supply Co., —— D. Cornell. 

Louisville, Ky.—Lib Co. 

Mannington, W. Va.—-Bowers Pottery Co. E. 

Mansfield, Ohio—The Barnes Mfg. Co., 
Ohio Brass Co., W. T. Jameson. 

Marietta, Ohio—Becker Mfg. Co. 

Mason City, lowa—Hawkeye Supply Co., 





Richards Mfg. 


Mfg. Co., S. R. Mitchell, C. W. 


W. Sanborn. 
T. R. Barnes; The 


O. B. Sherman. 
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Milwaukee, Wis.—F. R. Dengel Mfg. Co., Wm. E. Gersten- 
berger; B. Hoffman Mfg. Co., August L. Sellman; Hoffman & 
Billings Mfg. Co., E. E. Niedecken; Robert Rom Co., G. S. 
Waite: Rundle Spence Mfg. Co., E. R. Spence; Windsor Mfg. 
Co. 

Minneapolis, Minn.—Central Supply Co., P. J. Frey; The D. 
M. Gilmore Co.; Roberts-Hamilton Co. 

Muncie, Ind.—Geo. Keiser & Co. 

Newark, Ohio—The Universal Supply 
Voorhes. 

New Orleans, La.—Manion & Co., Martin H. Manion; Plumb- 
ing & Mill Supply, Inc. 

New York, N. Y.—Central Foundry Co., Y. O. Griffith; Rich- 
mond Radiator Co., P. H. Seward, A. H. Schroth; Union Lead 
Co. 

Omaha, Neb.—Omaha Sanitary Supply Co., Hallis M. 
son; United States Supply Co., J. B. Rahm. 

Peoria, Ill.—Kinsey & Mahler Co., Warren Kinsey; Nailon 
sros. Co., L. H. Haverton. 

Phoenix, Ariz.—J. H. Mulrein Plumbing Supply Co. 

Pittsburgh, Pa.—Bowman Supply & Mfg. Co., Inc.; Central 
Tube Co., W. F. Ingalls: Iron City Sanitary Mfg. Co., C. F. 
Meyer; Wm. B. Scaife & Sons Co., F. W. Peters; Standard San- 
itary Mfg. Co., S. H. Moon, Theo. Ahrens, Fred J. Riebee; U. S. 
Sanitary Mfg. Co., A. E. Arrott, A. H. Cline, Jr. 

Portsmouth, Ohio—The Standard Supply Co., T. A. Ruhlman; 
Whitaker-Glessner Co., J. L. Neudonfer. 

Quincy, Ill.—Best Plumbing & Heating Supply Co., A. L. 
Best; Modern Iron Works, Chas. W. Badger. 

Rockford, Ill.—Rockford Brass Works, J. H. Ryerson. 

Salem, Ohio—The National Sanitary Co. 

Salt Lake City, Utah—Mountain States Supply Co.; Joseph 
Nelson Supply Co. 

Sioux City, lIowa—Wigman Company, W. H. Wigman. 

Sioux Falls, S. D.—Plumbing Supply Co., V. L. Peterson. 

Springfield, Mo.—Harry Cooper Supply Co., Jack Cooper, 
B. K. Wait. 

St. Louis, Mo.—American Fdy. & Mfg. Co., J. C. Sanders; 
John C. Kupferle Foundry Co., Wm. C. Ehrhardt; Mark Mfg. 
Co., W. E. Corby; N. O. Nelson Mfg. Co., A. B. Pierce. 

St. Paul, Minn.—Cochran-Sargent Co., M. M. Cochran; Crane 
& Ordway Co.; Union Brass & Metal Mfg. Co., C. B. Michel, 
P. J. Frey. 

Sturgis, 
Buren. 

Tampa, Florida—Coates Plumbing Supply Co. 

Terre Haute, Ind.—Frank Prox Co., Herman C. Prox. 

Toledo, Ohio—The American Plumbers’ Supply Co., H. A. 
Schlingman, F. W. Terwilliger; The National Supply Co.; The 
Ohio Plumbers’ Supply Co.; The Jos. P. Grosswiller Co. 

Trenton, N. J.—RBR. O. T. Mfg. Co. 

Union City, Ind.—Knapp Supply Co., W. C. Hand. 

Wabash, Ind.—Honeywell Heating Specialty Co. 

Watertown, N. Y.—J. B. Wise, Inc., W. A. Brecht. 

Waukegan, Ill.—Northern Brass Mfg. Co., C. S. Johnson. 

Wheeling, W. Va.—Trimble & Lutz Supply Co.; Wheeling 
Sanitary Mfg. Co., F. W. Wheelock. 

Wichita, Kan.—Martin Metal Mfg. Co. 

Youngstown, Ohio—-Republic Iron & Steel Co., A. E. Walk- 
er, A. H. Loranger; Youngstown Sheet & Tube Co., F. M. 
Lathrop, C. E. Calvin, Geo. Christopher. 

Non-Members in Attendance. 

Chicago, Ill.—John Wood Mfg. Co., William Taylor. 

Conshohocken, Pa.—John Wood Mfg. Co., Frank Sutcliffe. 

Dayton, Ohio—The Monarch Eng. Co., T. A. Wagoner. 

Detroit, Mich.—Nelson Co., H. O. Nelson. 

Los Angeles, Cal.—G. H. Turner, G. H. Turner. 

Minneapolis, Minn.—Central Western Credit Ass'n, 
Thomas. 

Philadelphia, Pa.—S. S. Fretz, Jr., & Co., G. B. Cartwright. 

North Tonawanda, N. Y.—American District Steam -Co., War- 
ren S. Hillis. 

Toronto, Canada.—Standard San. Mfg. Co., George C. Craw- 
ford. 

Trenton, N. J.—Thos. Maddock’s Sons Co., H. S. Maddock. 

Trenton, N. J.—Sanitary, Potters’ Association, R. E. Crane. 


Co., R. Clay Van 


John- 











Mich.—Morency-Van Buren Mfg. Co., B. H. Van 


D. R. 





OPENS NEW BRANCH OFFICE 


The Washington, D. C. office of the Hoffman Heater Co., 
Lorain, Ohio, which was operated by Wheeler & Co., 
agents, is now located at 725 Twelfth Street, N. W., where 
a factory branch office will be maintained. L. B. Smith 


has been appointed manager of this branch, and is having 
a complete line of display appliances installed. An added 
feature of the branch will be the establishment of a service 
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department which will be made available to users of the 
company’s product. 





PROGRAM OF THE NATIONAL TRADE EXTEN- 
SION BUREAU FOR NEXT YEAR ARRANGED 
AT MEETING OF ADVERTISING AND 
SALES MANAGERS. 


A group of advertising and sales managers, representing 
a number of memberships, met at the National Trade 
Extension Bureau at Evansville, Ind., on October 3lst and 
November lst. The work of the Bureau for the past year 
was reviewed in detail, and a sales promotion program 
adopted for 1922. 

January and February will be devoted to a public relations 
educational campaign. The object of this campaign is to 
establish a better understanding between the public and 
the plumbing and heating dealers of the country. As every- 
body knows the public is more or less ignorant of the 
importance of the plumbing and heating dealer and the 
service he renders his community. In addition to the 
education of the public, the dealer will be urged to put his 
house in order through attractive window displays, store 
displays and advertising. In fact, the relations idea will be 
the motive underlying or running through the entire year’s 
program. 

March.—Heat by Radiator, with special emphasis placed 
upon work in old homes and cottages. 

April—A Bath in Every Home. 

May.—Hot Water ior Every Need. 

June.—A Bath a Day. 

August.—Running Water on the Farm. 

September.—Heat Regulation. 

October.—Vacuum Cleaners. 

December.—Domestic Appliances. This will include wash- 
ing machines, dish washers and every kind of plumbing and 
heating accessory. 

The plan so successfully followed this year will be con- 
tinued, and each campaign or drive to the public will be for 
one week, and that week will be the third week in the 
month. This holds good for all months except December, 
which will have its drive during the first week, and which 
should stimulate a large Christmas trade. 

The meeting was full of interest, and all were pleased 
with the results the Bureau has been able to accomplish. 

Besides William J. Woolley and the staff of the Bureau, 
the following attended the conference: 

M. W. Lansing, advertising manager of the Trenton Pot- 
teries Cé., Trenton, N. J.; S. J. Cutting, president of Curtain- 
less Shower Co., New York City; G. F. Gouge, represent- 
ing Barton, Durstine & Osborne, advertising agency for 
the American Radiator Co., Buffalo, N. Y.; C. J. Turner, 
advertising manager of Stockham Pipe and Fittings Co., Bir- 
mingham, Ala.; F. A. Lemke, sales manager of the Humphrey 
Co., Kalamazoo, Mich.; Louis Bruch, vice-president and ad- 
vertising manager of the American Radiator Co., Buffalo; C. 
B. Nash, advertising manager of the Standard Sanitary 
Manufacturing Co., Pittsburgh; F. P. Keeney, editor of 
“Domestic Engineering’, Chicago; H. Ross Mack, adver- 
tising manager Detroit Range, Boiler & Steel Barrel Co., 
Detroit, Mich.; Adolph Mueller, president H. Mueller Manu- 
facturing Co., Decatur, Ill.; Donald Lawder, representing 
Erwin, Wasey & Co., advertising agency for Kohler. Co.; 
L. L. Smith, advertising manager of Kohler Co., Kohler, 
Wis.; Edwin L. Barker, of “Domestic Engineering”; C. N. 
Waganseller, sales manager of the H. Mueller Manufactur- 
ing Co., Decatur, Ill.; O. L. Buschmann, of August Busch- 
mann & Sons, Indianapolis, Ind.; H. J. Meyers, sales man- 
ager of the Duro Pump & Manufacturing Co., Dayton, O.; 
E. H. Kingston, of August Buschmann & Sons, Indianapolis, 
Ind.; W. E. Pratt, assistant sales manager the Duriron Co., 
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Dayton, O.; L. N. Heatherton, vice-president Plumbers’ 
Trade Journal Co., New York; H. S. Kirk, secretary the 
Universal Sanitary Manufacturing Co., New Castle, Pa.; D. 
H. Kohler, advertising manager of The Merkel Bros. Co., 
Cincinnati, O.; M. M. Scott, advertising manager Rund Mfg. 
Co., ‘Pittsburgh. 





NEW CONSTRUCTION WORK. 





The following are among the most important contracts 
recently awarded, as reported by the “American Contractor”: 


$1,000,000 temple, Baltimore, Md.; Ancient Arabic Order 
Nobles of the Mystic Shrine. 

$300,000 apartment house Washington, D. C.; Frank P. 
Milburn. 

$500,000 college, St. Louis Mo.; Christian Bros. College. 

$160,000 School, Frankfort, Ind.; Board of Education. 

$160,000 hotel, Marion, IIl.; stock company to be organized. 

$125,000 office building, Philadelphia, Pa.; Henry R. Hal- 
lowell & Son. 

$100,000 school, Claypool, Ind.; Elmer J. Kinsey. 

$100,000 bank and office, Philadelphia, Pa.; Drovers & 
Merchants Natl. Bank. 

$100,000 warehouse, Chicago; Werner Bros. 

$100,000 bank, Kansas City, Mo.; Peoples Trust Co. 

$100,000 factory, Baltimore, Md.; Cooknut Corporation. 


$100,000 warehouse, La Crosse, Wis.; Sisson-Sielstad- 
Hougen Co. 

$150,000 temple, Chicago; South Side Masonic Temple 
Assn. 


$150,000 bakery, Oklahoma City, Okla.; Smith Bakery Co. 
$250,000 apartment building, Chicago; Fred Groth. 
$200,000 church, Chicago; Evangelical Lutheran Church. 
$6,000,000 bank building, Cleveland, Ohio; Federal Reserve 
Bank. 
$2,500,000 auditorium 
Ohio; City of Cleveland. 
$2,000,000 stores, Pittsburgh, Pa.; Jos. Horne Co. 
$1,000,000 hall, Atlantic City, N. J.; Haddon Hall Hotel. 
$800,000 apartment building, Milwaukee, Wis.; Harley In- 
vestment Co. 
$300,000 mausoleum, 
Mausoleum Co. 
$200,000 school, St. Paul, Minn.; Board of Education. 
$200,000 school, Camden, N. J.; Board of Education. 
$176,973 pavilion, Detroit, Mich.; City of Detroit. 
$150,000 apartment building, Chicago; Chas. Regler. 
$150,000 stores and offices and loft buildings, Chicago; Sol 
Rubin. 


$150,000 school, Aledo, Ill.; Board of Education. 

$100,000 home and garage, Brookside Farms, Bethel Twp., 
Pa.; Harry W. Irwin. 

$100,000 church, Washington, D. C.; St. Paul’s Parish 
Church. 

$596,300 buildings, Dawson Springs, Ky.; U. S. Govern- 
ment. 

$501,000 factory, Allentown, Pa.; W. D. Schantz & Co. 

$400,000 apartment hotel, Chicago; Fullerton Plaza Build- 
ing Corporation. 

$275,000 church and rectory, Philadelphia, Pa.; Holy Name 
R. C. Church. 

$250,000. apartments, Philadelphia, Pa.; J. M. Hendricks. 

$250,000 school, Flint, Mich.; Board of Education. 
$200,000 hospital, Evansville, Ind.; St. Mary’s Hospital. 
$156,000 building, Washington, D. C.; U. S. Government. 
$100,000 church, Lawton, Okla.; First M. E. Church. 
$100,000 club house, Norristown, Pa.; Norristown Club. 
$100,000 factory, Williamsport, Pa.; C. A. Reed & Co. 

$3,000,000 hotel, Cleveland, Ohio; The Wade Park Manor 
Company. 

$800,000 college, Milwaukee, Wis.; Marquette University. 


and convention hall, Cleveland, 


near Lansing, Mich.; Peninsular 
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$750,00 school and boiler house, Cleveland, Ohio; Board 
of Education. 

$750,000 hotel, Kenosha, Wis.; Sheridan Hotel Company. 

$700,000 apartment building, Chicago, Ill.; Anton Wille. 

$460,000 school, Philadelphia, Pa.; Board of Education. 

$452,522 school, Pittsburgh, Pa.; Board of Education. 

$450,000 house, Cleveland, Ohio; Fried & Reineman Pack- 
ing Co. 

$350,000 store and apartments, East Cleveland, Ohio; E. 
Cleveland Corner Co. 

$300,000 apartment building, Chicago, Ill.; Geo. Bungartner. 

$225,000 apartment building, Chicago, Ill.; Chas. F. Henry. 

$200,000 school, East Orange, N. J.; City of East Orange. 


$200,000 apartment buildings, Chicago, Ill.; Plotke & 
Grosby. 
$200,000 lodge, Muncie, Ind.; B. P. O. E. 


$200,000 Y. M. C. A. building, Nashville, Tenn.; Young 
Men’s Hebrew Association. 

$200,000 garage, Cleveland, Ohio; Josiah Kirby. 

$175,000 clubhouse, Scranton, Pa.; B. P. O. E. 

$160,000 house, Cedar Rapids, lowa; Harper ‘acIntyre Co. 

$150,000 hospital, Oak Park, Ill.; West Suburban Hospital. 

$1,500,000 school, Bethlehem, Pa.; Bethlehem School Dis- 
trict. 

$150,000 apartment building, Chicago, Ill.; Frank A. Tunck. 

$135,546 house and recreation center, Detroit, Mich.; City 
of Detroit Recreation Committee. 

$125,000 store and office building, Cleveland, Ohio; Max 
Marmarstein. 

$125,000 factory and plant, Ferguson, Mo.; Republic Photo- 
graphic Corp, 

$100,000 clubhouse and office 
Fraternal Order of Eagles. 

$100,000 sewer, Greenwood, S. Car.; City of Greenwood. 

$100,000 storage warehouse, Lakewood, Ohio; The Lake- 
wood Fireproof Storage Co. 

$100,000 church and Sunday school, Bowling Green, Ohio; 
Presbyterian Congregation. 

$100,000 school and chapel, Metuchen, N. J.; 
Normal School. 

$200,000 office building and stores, Washington, D. C.; 
Geo. N. Roh. 

$200,000 school, Jeanette, Pa.; Board of Education. 

$150,000 warehouse and office building, Peoria, Ill.: Strie- 
bick & Co. 

$100,000 cold 
name withheld. 


building, Alliance, Ohio;, 


St. Joseph's 


storage plant, Green Bay, Wis.; owner’s 























Howard W. Evans, who for the past three vears has con- 
ducted a power piping and engineering business in Chicago 
under the name of the Evans-Bliss Co., on November Ist be- 
came associated with Whitney & Ford, of Chicago. Mr. 
Evans will act as consulting engineer and manager of the 
new pipe fabricating shop, which this concern has opened at 
4325 South Western Boulevard, Chicago. 

Charles F. Hauss, for a number of years connected with 
the American Radiator Co., Buffalo, N. Y., in France and 
Italy, left New York October 16th to go to China. where he 
will represent the company in a territory which comprises 
China, Japan, Manchuria and Korea. 

Leo L. Tuteur, of the Vulcan Brass Mfg. Co., Cleveland, 
Ohio, is on an extended business trip to the South and 
Pacific Coast where he expects to spend six or eight weeks. 
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Twenty Years Ago in 
“Domestic Engineering’’ 





Saturday, November 2, 1901. 

New Sewer Pipe Concern—The East Ohio Sewer Pipe 
Company, Irondale, Ohio, recently incorporated, will begin 
at once the erection of a three-story building, 285x90 ft. with 
an annex 60x75. 

Four Awards—Jenkins Bros., New York, have been award- 
ed four medals by the Pan-American Exposition. One gold 
medal is for valves, another for packing, and two silver 
medals for rubber specialties. 

New Plant at Buffalo—The American Radiator Company 
has acquired land at Buffalo, New York, where a new plant 
will be erected for the exclusive manufacture of cast iron 
house heating boilers. A portion of the equipment now em- 
ployed at Detroit will be transferred to the new plant _as 
soon as it is completed. 

Golf Medals—The winners of the third, fourth and fifth 
flights in the Trade Golf Tournament, held last week at West 
Hinsdale, near Chicago, were presented with medals. The 
winners were John D. Hibbard, of John Davis Company; 


E. H. Raymond, of the Crane Company, both of Chicago,,. 


and George H. Bailey, of Bailey-Farrell Manufacturing Co., 
Pittsburgh. 

Plenty of Work—New York, Philadelphia, Baltimore, 
Providence and other cities of the East say that plumbers are 
busy and the trade is in a healthy state. 

Dead—William P. Hopkins, general manager and prin- 
cipal stockholder of the Slatington, Pa., Rolling Mill, died 
last week in his seventieth year. Mr. Hopkins made the first 
sheet of tin ever manufactured out of puddle steel. 

Youngest Master Plumber—Harry Zlot, barely twenty-one 
years of age, is the youngest master plumber in New York, 
and it is believed by many that he is the youngest in the 
world. 

Plumbers Incorporate—The Master Plumbers’ Association 
of Montclair, N. J., has been incorporated. 

New Demands—The journeymen of Nashville, Tenn., have 
demanded the following from the master plumbers of that 
city: An eight hour day; $3.00 per day for all seniors and 
$2.50 for juniors; Sunday, double time; night work from 
6 to 12, time and a half, and from 12 to 6 double time. 

Havana Contract—Bids on the contract for the new sewers 
and street paving in Havana, Cuba, were opened last week. 
The contract will amount to between eleven and twelve mil- 
lion dollars. 

Butte Plumbers Strike—About two-thirds of the union 
plumbers of Butte, Montana, are on strike. They demand an 
increase in wages from $5.60 to $6.00 per day. 

Trouble Settled—The plumbers’ and steam fitters’ helpers 
at Alton, Illinois, have gone back to work. They asked for 
an increase in wages from $1.50 to $1.75 a day, and they 
are now getting it. 

Health and Sanitation—The Actuarial Society of England 
reports that improved sanitary conditions have lowered the 
death rate in every civilized country. A table prepared in 
1870 showed that a male child 10 years old could expect to 
live 49.791 years. By a new table, just issued, a male child 
of ten can count on living 51.459 years. 

Unique Bathroom—Alexander M. Barclay, plumber and 
heating contractor of Philadelphia, has just completed a bath- 
room with a floor consisting of one large solid slab of white 
Italian marble. 

Death—Theophilus H. Smith, one of the most successful 
salesmen America has produced, died recently at the age 
of eighty-four. His home was at Chelsea, Mass., and he was 


associated with the Highland Foundry Company. 
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Water Heater Folders. 

The Kewanee Boiler Co., Kewanee, Ill., has just prepared 
a number of large mailing folders which describe and 
illustrate, along with a good sales talk, the Tabasco water 
heater for use in any size house, apartment building, store, 
hotel, office building or other structure. Each folder has its 
separate and distinct classification so that follow-up mailings 
can be made with precision, and each folder carries with 
it its own little story of the product. The last of the 
series is entitled “How to Sell It,” the previous one working 
up to this point, and a well prepared selling argument is 
given the dealer. 

Humphrey Book of Testimonials. 

A twenty-four page booklet, entitled “Chicago Indorses 
Humphrey Hot Water Supply,” has just been issued by the 
Humphrey Company, Kalamazoo, Mich. This booklet con- 
tains a number of testimonials from Chicago users, and is 
prepared in an attractive manner. 





NEWS OF THE WORLD 





An American corporation, owning an industrial concern in 
Germany, is amazed to find that it is paying its factory hands 
there but $1.75 a week. It is paying 250 marks a week, which, 
when converted into American currency at 70 cents a hundred, 
means $1.75. This contrasts with a “par value” of $60 just 
a few years ago. Textile men who have been investigating 
this summer the industrial situation in Germany have unani- 
mously reported that textile workers in Germany were not 
getting above 55 cents a day in American money. This was 
before the mark had fallen below a cent. 

Lloyds Register of Shipping states that less than 8 per cent 
of the tonnage building in the shipyards of the world is being 
constructed in the United States. Of the world total, almost 
60 per cent is in the United Kingdom. Returns for the quar- 
ter ending September 30 give total as 5,542,000 gross tons, of 
which 3,283,000 tons represent the British portion, 434,000 
tons the American, and 1,825,000 tons that of other countries. 

The Free Port of Goteborg, Sweden, which is important in 
connection with future Baltic and Russian trade, is now com- 
pleted and will be formally opened in April, 1922. Work upon 
this project was begun in 1912, and its cost when completed 
will be over 20,000,000 crowns ($5,360,000 at par), or more 
than three times the amount originally estimated. While the 
city of Copenhagen, Denmark, has leased the total operation 
of its free harbor to a free port company, which thus operates 
it without any intervention from the city, the free port com- 
pany of Goteborg will be a half municipal concern, as is the 
case in Hamburg. 

With a Total Population of 4,882,000, Scotland contains 
185,000 more women than men. There are more than 10,000 
persons in the country who speak only Gaelic. 

Developments Are Slowly Being Made looking toward 
carrying out the immense River Rhone water power, irriga- 
tion and navigation project. According to reports, the heads 
of the various governmental divisions of France through 
which the river flows are now holding meetings preliminary 
to the organization of a development company, and at these 
meetings general details as to the major features involved are 
being threshed out. 

A Central Board serves 1,600 telephone subscribers in 
Athens. This is now found to be insufficient to meet the in- 
creasing demands of subscribers, and a committee of tech- 
nical experts appointed by the Greek Ministry of Communi- 
cations has recommended the installation of a central board 
capable of serving 10,000 telephones. 





Fall is here. Mail those heating circulars now. 




















Steel and Iron. 

Substantial gains were made last week in volume of book- 
ings of sheets and tin plate in the Pittsburgh district mills, 
and the market became much more firmly set at 3.25 cents 
base for black and 4.25 cents for galvanized stocks. The 
doubt that some held of the ability of the trade to hold the 
higher price is rapidly disappearing. As a matter of fact new 
business 1s coming in to the independent sheet makers and 
they are operating at the best average rate for the year. 


Tin plate makers are gaining in volume of orders, while 
shipments have been released on contracts already existing, 
which is increasing the production rate materially. The base 
on tin plate, however, remains more or less uncertain at 
from $5 to $5.25 per base box, with independent mills operat- 
ing nearly full during the past week. The result of this 
activity is now reflected in the increasing demand for sheet 
bars, and a disappearance of the $30 sheet bar is about com- 
pleted in the Pittsburgh district. The price is from $31 to 
$32. 

It is readily agreed among the large steel makers that re- 
cent cutting of prices on plates and shapes has not been 
conducive to good results. The gross volume of steel busi- 
ness last week declined, and there is not much prospect of 
a turn for the better until the serious question of railroad 
freight rates has been definitely answered. Consumers of 
steel and those interested in new enterprises involving its 
use in heavy tonnages are not likely to be influenced by such 
concessions as the producing companies may now offer. 
They are not so urgently in need of the material that they can- 
not afford to wait, and they believe that lowering of transpor- 
tation costs may not alone affect the price of delivered steel, 
but will have a distinct influence upon general economic con- 
ditions. They are of the opinion that we are, at the moment, 
going through a period of transition, and: what influence 
the ultimate result may have upon their affairs is too uncer- 
tain. Hence many substantial prospects are held in abey- 
ance. They are none the less real, however, and the situation 
is well understood by the steel interests, who look with con- 
fidence to the not distant future for a genuine revival of 
trade. In the meantime the orders for urgent requirements 
have been coming in at a rate which, while not exactly sub- 
stantial, is at least very encouraging in that it plainly shows 
a depletion of stocks in consumers’ hands, and consequently 
a strong statistical position. The mills, despite the adverse 
conditions referred to, have accumulated sufficient unfilled 
tonnage to increase the rate of operations, and it is now 
estimated that the outturn to capacity is between 42 and 
50 per cent for the heavier products, which is a distinct and 
almost radical improvement over summer operations. For 
the lighter products such as sheets, tin plate and wire prod- 
ucts the rate of production in some cases approaches normal, 
and is not much below 75 per cent in any instance. Prices 
are firm for these, though there is still apparent weakness 
in the heavier materials. 

Developments on the pig iron market show a trend toward 
steel making iron and this is laid at the door of the reviving 
sheet bar activity. Basic has been moving in larger ton- 
nages, ranging all the way from 500-ton to 5,000-ton lots, 
and the average price remains around $19.25 Pittsburgh. 
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Some shading has been done and some slightly higher prices 
paid, also furnace activity is increasing among steel makers. 
Demand for foundry iron has been confined to small lots, but 
trading continues active. A lull in the market is reported 
from Birmingham but the Youngstown district reports the 
output as steady. But everything is now dependent upon 
the question of freight rates, and no business of consequence 
is expected until the cost of transportation for all commod- 
ities into which iron enters is determined. 

Coke at $3.25 to $3.40 for furnace grades and in foundry 
spot from $4.50 to $5.50 represents the stiffer demand for 
foundry fuel and the lack of production, which has not as yet 
kept pace with the betterment in foundry activity of the 


district. Prices for pig iron:are reported as follows: 
De ae es SoG i Wid occadecees $22.96@$23.46 
RN ne ee 22.84@ 23.54 


19.00@ 20.00 
21.00@ 22.00 
19.00@ 20.00 
21.96@ 22.46 


No. 2 Southern Birmingham ................. 
No. 2 Chicago 
a re 
CT ete rere rr rere 
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Copper. 

It was a dull week in copper and in one respect the market 
was weak, that of spot metal. The weakness would not have 
been uncovered but for the lightness of demand which 
brought out limited offerings by weak holders anxious to 
realize. In November and December there is no such weak- 
ness apparent, and if the metal was wanted in any quantity 
for immediate shipment it could only be had at producers’ 
prices now current. For November the lowest quotation still 
stands at 13 cents and it is doubtful that any considerable 
quantity could be obtained under 13% cents. The larger 
producers are asking a flat price of 13% cents for both No- 
vember and December. No interest has developed for first 
quarter and it is doubtful that any genuine activity will come 
before the question of freight rates is settled. At the moment 
this is a disturbing element in all industry, and there is a 
general tendency to hold back pending developments. The 
statistical position of copper has improved considerably the 
past month or two and the figures are more promising than 
have been generally expected. 

Tin. . 

Consuming interest in tin was light, last week, but prices 
were held fairly steady in the New York market in sympathy 
with London and exchange. At the close of the week sellers 
asked 28 cents for Straits tin. Arrivals during October have 
been 1,860 tons at Atlantic ports and 80 tons Pacific ports. 

Lead. 

Demand for lead has fallen off, and the market begins to 
show the first symptoms of weakness apparent for many 
months. There has been no decline in the New York de- 
livery price, maintained at 4.70 cents, but shipments from the 
West are easier, and apparently there has been some slight 
selling pressure. For basis East St. Louis lead was offered 
at 4.375 cents at the end of the week, but the general asking 
price was 4.45 cents. 

Zinc. 

Consumers continue to show nothing more than a languid 
interest in zinc, and the market is easy on the basis of East 
St. Louis at 4.60 cents. 
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Other Metals. 
Quotations on other metals in New York are as follows: 
Aluminum Powder .................. 60 to 65 cents per Ib. 


Aluminum (in 50-ton lots) 99% and purer..25 cents per Ib. 


Antimony (Chinese and Japanese).......... 4.55 cents per Ib. 
New York Old Metal Market. 


The following prices are current for old metals: 


Buying Selling 
TET Te eee 9% to 10% cents 11% cents 
SE EE cbc euwdowbecdus 84% to 8% cents 9% cents 
ND wes te dynes 4%,to 5 cents 6 cents 
a ee 3% to 4 cents 5 cents 
ee aware ks itweteweswn 2% to 23% cents 3% cents 
LAUER QUIET 6s cc kc ccccdss 10% to 1034 cents 11% cents 
SES guncéeueade hades 514 to 6 cents 7 cents 


Chicago Old Metal Market. 


Chicago wholesale dealers’ prices are nominally as follows: 


Buying Selling 
Heavy yellow brass.......... 5 to 5% cents 6% cents 
WI bs oe Bice ic ean eh 4% to 4% cents 5% cents 
BT FE ee 7%to 8 cents 9 cents 
re 9 to 9% cents 10% cents 
RI Eo oo wien weir Seats 7% to 8 cents 9 cents 
ORE ET 34% to 3% cents 434 cents 
RS pe ee Tere ae ae 2% to 23% cents 334 cents 





In the New York Supply Market. 

New York, N. Y., November 1.—Prices in the plumbing 
supply line appear to be maintaining last week’s level fairly 
well. This applies to soil pipe and fittings and wrought iron 
pipe as well as to plumbing materials. While there is noth- 
ing spectacular in the demand, there is a fair amount of busi- 
ness being done, most of this being in connection with build- 
ing developments in the Bronx and in Jamaica and Queen’s 
County. This, however, is reported as being nearly fin- 
ished for the season and the regular fall season is also about 
through. It is, however, noted that if there is an open 
winter, as some of the weather experts are predicting, there 
may be a revival in the building activities, especially as the 
tax exemption period continues until April Ist. One firm 
reports having shipped more iron pipe this month than in 
any other month this year but this is probably an exception. 

The quality of the demand is illustrated by the fact that 
orders in bathroom fittings are mostly of the cheaper lines. 

Opinion in the trade continues to differ as to the probabil- 
ity of there being further deflation, some maintaining that 
rock bottom has been reached while others are just as posi- 
tive that prices are still due for a decline. One firm says 
that prices are today around 30 per cent greater than in pre- 
war days and that the whole of this will have to be liquidated, 
but that of course is a problem for the manufacturer rather 
than the jobber. 

The only advance noted in radiators is confined to one firm 
which marked up all its specialties a month ago, except small 
heaters, and has now increased this line 10 per cent. No 
movement is reported in boiler prices. 

The demand is mainly for the cheaper grades in both 
radiators and boilers, and there continues to be a fair amount 
of trade in repair parts. This latter will probably lessen in 
the near future, although of course, as previously suggested, 
an open winter and the approach of the end of the tax 
exemption period may lead to a revival in speculative build- 
ing. 

Shipments as a whole are reported to be fairly good, al- 
though there are occasional delays in some lines. There is 
a reported scarcity of iron goods. 

“Business is better than we hoped,” said Secretary G. E. 
Burford, of the McMann & Taylor Co. “There has been an 


excellent demand for iron pipe, and prices in this and in fact 
in all lines are unchanged from last week, apart from isolated 
cases where there may have been a little cutting.” 
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“A fair amount of business,” reported William Murray, of 
the John A. Murray & Sons Co., “but we look for a worth- 
while improvement in the spring.” 

Assistant Manager F. W. Stock, of the John L. Mott Iron 
Works, also reported good business in the lines of bathroom 
equipment. “Nothing spectacular,” he explained, “but quite 
satisfactory, taking all the circumstances into account. 

“We are all hoping for an open winter because that may 
keep the speculative builders on the move, in a hurry to get 
something done before April Ist. 

“We have had one of the best seasons in Jamaica and 
Queen’s County on record,” said Arnold Behrer, of the com- 
pany bearing his name. “The only*drawback has been the 
amount of price-cutting that has been going on in some 
quarters. Under present conditions, we don’t know where 
we are from one day to another. We get our quotations as 
low as they can possibly be, consistent with a bare margin 
of profit, and then we are apt to be beaten by someone who 
has figured below us, although we had cut our bid to the 
very edge of the safety limit.” 

Taking the market as a whole, there appears to be plenty 
of optimism about. The general situation is on the mend, 
and in the meantime there is a fair amount of business 
offered and at good prices. Whether there is any further 
deflation to come is an open question, opinions, as has been 
said, differing on this point. The majority opinion, however, 
seems to be that the forecasted reduction in freight rates 
may assist the manufacturers to reduce their prices and that, 
if that materializes, it will be passed on to the public and 
should help to stimulate business. 
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November 7-12, 1921.—The third annual convention and 
exhibition of the American Gas Association, at the Congress 
and Auditorium Hotels, Chicago. 

November 30 and December 1, 2 and 3, 1921.—The twelfth 
annual convention of the National Association of Practical 
Refrigerating Engineers, at the Hotel Lorraine, Philadelphia, 
Pa. 

February 14, 15 and 16, 1921.—The annual convention of 
the Ohio State Association of Master Plumbers, at Canton, 
Ohio. 

March 13, 14 and 15, 1922.—The annual convention of the 
Indiana Society of Sanitary Engineers to be held at In- 
dianapolis. 








Buffalo Master Plumbers Celebrate Past-President’s Night. 

Past-President’s Night was celebrated by members of the 
Master Plumbers’ Association of Buffalo, N. Y., at the 
Builders’ Exchange in that city on Thursday evening, 
October 27th. This night was set aside to commemorate 
the administration of Past-President A. C. Kranichfeld, 
whose work has helped to build up the present organiza- 
tion in that city. A musical program of entertainment which 
was something entirely different from former Past-Presi- 
dents’ nights, was provided for the evening. After the 
regular order of business, vocal and instrumental selections 
were rendered. 





The population of the United States is now about equal 
to that of the United Kingdom and Germany combined. It 
exceeds by probably forty millions the population of all 
South America. The standard of life of the American people 
is only equalied by that of the people of Canada and Aus- 
tralia, the combined population of which is only 15,000,000. 
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Illinois 


Chicago and Vicinity 
Permits for nearly 10,000 new homes were issued by the 
city building department during the first ten months of 


1921. This number includes permits for 221 apartment 
buildings with a total of 1,065 flats, which were issued 
during the month of October alone, as compared with 175 
for September and only four in October of 1920. The valu- 
ation of the buildings for which permits were issued in 
October was $10,489,000. Thus far this year, permits have 
been issued for 9,372 homes, 5,308 of which were flats, and 
4,064 houses. Nearly four times as many permits for resi- 
dences were issued last month as during the same month 
of last year, while the number for September of this year 
was nearly six times greater than for October, 1920. Fig- 
ures for the last two months compared with October, 1920, 
are as follows: 








Oct. 1920 Sept. 1921 Oct. 1921 
Residences. .............. 124 609 457 
Apartments. ............ 4 175 221 
Factories 109 141 148 
Other Buildings .. 9 60 75 
Total 246 985 901 
Value $3,538,150 $12,256,000 $10,489,100 





Commissioner of Building Charles H. Bostrom charac- 
terized the report for the first ten months of the year as 
“very encouraging, all things considered.” With this ex- 
cellent showing made for this space of time, it is expected 
that when the building snarl is finally untangled, Chicago 
will see its building boom being carried out on a greater 
scale. If this record of residence construction is maintained, 
renters are practically assured that the present wave of high 
rents and crowded living conditions will soon be broken, 
giving them an opportunity to participate in the “back to 
normalcy” movement, insofar as rents are concerned. 

Following in the wake of this encouraging report came 
the announcement from the building commissioners’ office 
that thirty five building permits were issued the first day 
of this week. Included in this one day’s total were apart- 
ment houses and residences ranging in price from $125,000 
to $18,000. The $125,000 structure will be a three-story 
brick apartment building, while other two-story residences 
and flat buildings are included in the small figures. 

Marcus Weil, 3150. West Chicago Avenue, has the con- 
tract to install plumbing in the one-story garage and show- 
room building to be erected at Madison Street and Hyland 
Avenue, Oak Park, for Charles Roggie. 

George Breetzke, 907 West Sixty-third Street, will install 
plumbing in the $20,000 two-story residence under construc- 
tion at 4556 Virginia Street. : 

Noble & Thumm, 2313 Lincoln Avenue, have the plumbing 
contract on a large residence to be erected at 6357 North 
Paulina Street for C. Thorsen. 

Michael Gallagher, 5140 West Madison Street, will in- 
stall the plumbing system in the $50,000, two-story apartment 
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and store building under construction at 5130-5134 West 
Madison Street. This structure will include five apartments 
and twenty stores. 

Charles C. Breyer, 1545 West Division Street, has been 
awarded the plumbing contract on the $17,000, one-story 
store building being erected at Sixty-ninth Street and 
Calumet Avenue. 

William Gawne, Jr., 5812 West Madison Street, has se- 
cured the contract to install plumbing in a _ building to 
contain seven stores and twenty-four offices, now under 
construction at Madison Street and Austin Boulevard, Oak 
Park. 

The Roberts Plumbing Co., 4544 Uorth Western Avenue, 
will install plumbing in a one-story building being erected 
at Chicago Avenue near Cicero Avenue. 

Walter J. Blyth, 2400 West Division Street, has the 
contract to install plumbing in the six-story warehouse build- 
ing which is to be erected at 7613 North Paulina Street, 
at a cost of $100,000. 

J. J. Babka, 1921 South Crawford Avenue, Chicago, and 
E. L. Hardin, 6510 West Thirty-fourth Street, Berwyn, are 
to install the heating and plumbing, respectively, in the 
$75,000, two-story office and store building being erected at 
Twenty-second Street and Fifty-second Avenue, Cicero. 

Joseph Epstein, after spending a year and a half in 
Dallas, Texas, has re-entered the plumbing business, and 
opened an office and shop at 1583 Clybourn Avenue. 


Other Cities in the State. 

The Carson-Payson Co., Rockford, has the contract to 
install plumbing in the new $250,000, Y. W. C. A. building 
to be erected in that city. 

The Boyd Plumbing & Heating Co., Granite City, and 
the Bergner Plumbing & Heating Co., have the contracts 
to install plumbing and heating, respectively, in the $45,000 
school building which is to be erected in Madison, III. 
The structure will be two stories and contain eight class 
rooms. ' 

The Moline Heating & Plumblug Co., Moline, has the 
contract to install both plumbing and heating in the $150,000, 
two-story high school under construction in Aledo, III. 





Kansas City and Vicinity 
Kansas City is one city in which it is not true that there 


are being built more garages than residences. The report 
for October, when the books of the city superintendent 
of buildings were closed, showed that there had been is- 
sued during the month permits for 239 new dwellings. The 
report for garages showed only 120 private garages. The 
dwelling permits for October in 1920 were only 55, in con- 
trast to 239 this year. The total number of permits for 
the month were 555, and the estimated value was $2,771,000, 
in contrast to 266 permits for October, 1920, with an esti- 
mated value of $1,017,050. 

In apartment construction there were started two 12- 
apartment flats; one 30-apartment flat; nine 6-apartment flats, 
and one duplex. Housing accommodations were started for 
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348 families during the month. The real estate’sales for 
the month exceeded those of October, 1920, and during the 
year were exceeded only by those of April, when home 
planners were engaged in spring shopping for home sites. 
The realty sales of the month reached six an one-half mil- 
lion dollars. 

For the Tenth Federal Reserve district, the report in the 
Monthly Review, published by the Federal Reserve Bank, 
shows that in 32 cities fall building operations are the 
largest of the year, and that September permits issued are 
106.9 per cent above those for the same month of 1920. The 
increase is mainly in residences, to relieve the housing con- 
ditions in the district. The report states that in spite of 
the attention given to building residential property, the 
“housing situation is still acute, and rents have shown little 
inclination to come down.” 





Formulates Plan for the Sale and Installation of Plumbing 
Goods on. the Installment Plan in Indianapolis. 

A plan through which property owners may buy their sani- 
tary plumbing work on payments has been formulated by 
August Buschmann & Sons, Inc., Indianapolis, and was pre- 
sented Monday and Tuesday nights to meetings of represen- 
tatives of plumbing and heating contractors of the Hoosier 


capital. The plan received a vote of endorsement at both 
meetings. It is understood that the new plan, which is said to 
be somewhat similar to the ones used in the purchase of auto- 
mobiles, pianos, phonographs and other articles, was prompt- 
ed by the new sanitation ordinance recently passed by the 
Indianapolis city council, which requires that sanitary plumb- 
ing must be installed or septic tanks used where open vaults 
are now in use. The ordinance requires that its provisions 
must be complied with before October 1, 1922. 

Much of the criticism of the new ordinance has been based 
on the ground that its requirements are going to be a big 
financial burden to the small property owner. It has been 
estimated that the average cost of complying with the ordi- 
nance will be between $250 and $300. It was with a view 
to making compliance with the new measure comparatively 
easy for the small property owner that the Buschmann plan 
was formulated. 

Under the plan which has been worked out by the Busch- 
mann concern, property owners can have the necessary 
plumbing work done through any reliable plumber and can 
pay for it by making a small payment at the time the work 
is completed and the rest in regular monthly installments. 
The plan was explained to the plumbers by A. W. Busch- 
mann, president of the company. 

According to Mr. Buschmann, signs will be placed in the 
windows of plumbing and heating contractors, and pamphlets 
telling of the plan and containing a copy of the ordinance 
will be distributed within a few days. Mr. Buschmann said 
that get-together meetings of plumbing contractors will be 
held about once a month, beginning in the next few weeks, 
in an effort to get the plumbing business on the same basis 
as other retail lines. 

Other Cities in the State. 

With a revival of building in South Bend, all architect's 
offices, all construction company headquarters and all plumb- 
ing and heating contractors of the city are reported to be 
very active at this time. It is estimated that the increase of 
building in October will be more than 300 per cent gain over 
the same month of 1920. The gain of September over the 
same four weeks of last year was about 66 per cent. While 


the majority of buildings that are now being erected are 
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private residences, there are under construction in the city a. 
$1,000,000 theater, a $750,000 hotel three factory buildings and 
many factory extensions and improvements. 

The Gary Real Estate Exchange at its regular monthly 
meeting last week, in Gary, decided to énter into an organized 
movement for the stimulation of building activity in the city 
for the purpose of affording work for unemployed men. The 
step is in accordance with a request from the National ex- 
change. A banquet will be held soon at which the whole 
subject of reviving Gary building activity will be discussed. 

The firm of Emshoff & Layton, at Frankfort, has been 
awarded the contract for the heating and ventilating of a 
new high school gymnasium to be erected in Frankfort. 
The contract amounts to $19,387. A total of ten contractors 
submitted bids for this contract. Fred Dorsam, of Frank- 
fort, was awarded the plumbing contract on a bid of $4,284. 
Work on the new structure will be started at an early date. 

The Arnold Plumbing Co., of Fort Wayne, has received 
the contract for the installation of plumbing in the new 
building to be used as employes’ quarters at the Irene Byron 
Hospital, in Fort Wayne. The heating contract was award- 
ed to the Sanitary Engineering Co., of Fort Wayne. 

Walter C. Hartwell, of Newcastle, who has been playing 
professional baseball throughout the summer at Jackson, 
Mich., has returned to Newcastle and will resume active 
charge of his plumbing establishment on Race Street. 
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New Orleans. 

Journeyman plumbers in New Orleans will be licensed 
after passing an examination, and held responsible for their 
work, if a plan endorsed by a three to one vote of commit-. 
tees representing the Master Plumbers’ Association, the 
plumbers’ union and the unorganized master plumbers, is 
adopted by the Sewerage and Water Board. The master 
plumbers are already licensed; and the proposal to license 
the journeymen plumbers is considered another step in the 
interest of the public. The matter was thoroughly threshed 
out before the plumbing conference committee of the Sewer- 
age and Water Board. 

L. C. DeLeon, secretary of the Master Plumbers’ Associa- 
tion in New Orleans, read a paper showing why he favored 
the licensing of journeyman plumbers. He pointed out that 
in many cases, the master plumber did not see the actual 
work before it was covered up; and that it frequently hap- 
pened that new connections were made after the Sewerage 
and Water Board had made its inspection. Sometimes, these 
connections were faulty, he said, and trouble and possible 
menace to health followed. 

Holding the master plumber only responsible did not meet 
the situation, he pointed out. The journeyman plumber, the 
man who does the actual work, must likewise be held re- 
sponsible, he declared, because the licensing system would 
see that only well qualified men got’ employment, and if 
they knew they would lose their license if they did shoddy 
work, they would be more careful. 

Mr. DeLeon was giving his personal opinion, and not 
that of the Association. President Hunter S. Charlton, of 
the Master Plumbers’ Association, is opposed to the licensing, 
thinking it unnecessary. 

Frank Manning, business agent of the plumbers’ union, 
presented the laws and regulations of representative cities in 
the United States that require the licensing of journeyman 
plumbers. He spoke strongly in favor of the adoption of 
the system here. Opinion among the union men is, however, 
divided as among the unorganized master plumbers. 

Emile Babst, one of the leading master plumbers of New 
Orleans, also spoke against the licensing system. He said 
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that the remedy lay not in licensing the journeyman plumb- 
ers, but in the Sewerage and Water Board establishing a sys- 
tem of re-inspections, and fining householders who had work 
done subsequently to the last inspection without authority. 
He said that the inspection sheets on file in the Sewerage 
and Water Board would show the number of connections 
and the character of the work that had been passed upon, 
and that in the interest of public health, the penalty for vio- 
lating the regulations should be made drastic. 

The Sewerage and Water Board committee has taken the 
matter under advisement. Before adjourning, Chairman J. 
W. Lennox called for a vote, and the vote was 17 in favor 
of licensing journeyman plumbers, and 6 against. 


Pennsylvania 
ie 
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The October Meeting of the Eastern Pennsylvania Chapter 
of A. S. H. & V. E. 

Ozone machines and their practical application to ventila- 
tion problems: were the topic of discussion at a well-attended 
meeting of the Eastern Pennsylvania Chapter of the Ameri- 
can Society of Heating and Ventilating Engineers, held at 
Drexel Institute, Philadelphia, Wednesday evening, October 
26th. Wm. H. Lohman, who has had wide experience with 
the installation of such apparatus, described at length the 
employment of them in various kinds of buildings. He con- 
tended that all such installations showed an improvement in 
the health of occupants of such buildings, and the cost of 
installing and operating ventilating systems was reduced. 

Among a number of interesting reports furnished by vari- 
ous committees, that of the committee on legislation concern- 
ing specifications and changes in them was of particular in- 
terest. To this report Herbert C.. Eicher, director of the 
Bureau of School Buildings, Commonwealth of Pennsylva- 
nia, replied, proffering the co-operation of his department 
with heating and ventilating engineers in the matters taken up. 

The committee on licensing engineers reported that engi- 
neers must be licensed before July 1, 1922, and the require- 
ments of the state were outlined. Dean F. Paul Anderson, 
of the Bureau of Research, who had spoken in New York 
at the meeting held there by the New York Chapter of 
the Society, was present and outlined his plans. He prom- 
ised that definite data on ozone and its utility would be fur- 
nished within a short time. 

Visitors were present at this meeting from Harrisburg, Pa.; 
Wilmington, Del.; Knoxville, Tenn.; Waterbury, Conn.; New 
York, Kansas City, St. Louis and Los Angeles. 

Philadelphia. 

Activity in the plumbing, heating and pipe-fitting trades 
here is self-contradictory in some of its phases this month. 
Due to the mild weather, there has not been the usual call 
for emergency work on house plants, and yet one wholesaler 
reports having been able to take seventy orders a day for 
various types of domestic installation, orders which he cannot 
get the factories to fill with any degree of promptitude. 

Since the advances of 7% and 10 per cent on house heating 
boilers, more than a month ago, there have been practically 
no price changes. George Gray, general heating and plumb- 
ing contractor on Columbia Avenue, says that these price 
increases were such as might as well have been put into 
effect, as the previous declines had not been able to force 
any business, and the general feeling in this city is that 
manufacturers simply moved to get all they thought busi- 
ness would bear when the inevitable winter demand did 
come. But, he points out, lack of confidence in the very 
demand which seemed inevitable prevented manufacturing 
for stock, which gives rise to a shortage decidedly at variance 
with the mild weather and the general industrial depression. 
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One firm of wholesalers has been unable to get a certain type 
of boiler for three weeks. “It looks as if the manufacturers 
had waited to see how much business they were going to 
be able to book before they started up their plants,” he said. 

R. T. Jellett reports more activity in the laying out of 
heating plants for schools, hotels and institutions throughout 
this section than for the past eight years, but no construc- 
tion under way, so far as his concern is involved. The rail- 
road situation has seemingly held up some fresh inquiries 
and retarded somewhat hopes for early activity next spring, 
which is what many steam fitters and ventilating engineers 
here have been banking on to provide them with a good sea- 
sonal activity. 

Oil-burning installations for either heating or steam pur- 
poses, Mr. Jellett says, are so far almost unheard of here. 
“The oil companies have given. owners no encouragement 
whatever,” he declares, “in the way of promising regular 
delivery of fuel oil for these plants. There have been numer- 
ous inquiries about such installations, and I believe if they 
were made, money would probably be saved, or they would 
at least be as economical as coal. But these plants, even in 
private homes, require either considerable storage facilities, 
or regular delivery by tank wagons. The oil companies have 
no desire to provide them at this time, it seems. 

“In the case of industrial plants, unless they have their 
own sidings, oil has to be delivered, and even with the sid- 
ings tank cars are necessary. The attitude of the oil com- 
panies seems to have stood in the way to a great extent, 
and until they see sufficient business of this kind in sight 
they probably will maintain the same position.” 

W. M. Anderson expressed the opinion, briefly, that trade 
activities are “very quiet” here, because industrial resump- 
tion, which sounds the keynote of local prosperity, has still 
a long way to go. 

J. Harvey Borton, president of the Haines, Jones & Cad- 
bury Co., says: “Dealers are still buying only for their im- 
mediate needs and very sparingly. The prospect of a pos- 
sible shortage on account of transportation being held up by 
the railroad strike has not caused anybody to buy for stock 
that I know of. Here and there has been a little buying for 
stock on such goods as contractors thought would probably 
not go any lower, but there has not been much business of 
this kind.” 

John F. Kling was scheduled to address the master plumb- 
ers on Trade Extension work at a meeting to be held in the 
Builders’ Exchange Thursday evening, November 3. Ac- 
tivities in this and affiliated bodies are speeding up some- 
what, with a revival of interest in the trade union situation. 

Examinations have been held during the past week at 
Room 976, City Hall, for applicants desiring to qualify as 
plumbers and steam fitters. The number registering is con- 
siderably less than for some time past. * 

Exposition plans for the fair to be held here in 1926 are 
still far from concrete. The entire plumbing trade has in 
the possibilities of this mammoth undertaking considerable 
interest, however, as no location so far mentioned but has 
been of a character involving a tremendous amount of water, 
sewer and drainage. work. 

Hog Island, League Island and Fairmount Park are among 
the sites proposed for the fair, the latter site being favored 
by Paul Cret, noted architect and professor at the University 
of Pennsylvania. The fair, which would celebrate the 150th 
anniversary of the Declaration of Independence, is doubt- 
less going to be one of the most elaborately conceived and 
executed expositions, from an architectural and landscape 
standpoint. 

Pittsburgh and Vicinity 

Pittsburgh master plumbers are still working on the open 
shop plan despite rumors that an agreement has been 
reached. Out of a membership of 220 cooperating at the time 
of the start of the strike in June, over 210 members have re- 
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mained loyal. The meetings from week to week show that the 
membership is united to see this strike through to a finish and 
see that a proper agreement is signed if any at all is to be 
signed. Many of the large shops have been able to pick 
up enough open shop men and many have been able 
to get the former local men to go to work. It is assured 
that the men who go back to work will not be penalized 
or no agreement will be signed. 

The publicity committee of the association has arranged 
for a series of lectures for the fall meetings. The Detroit 
Range Boiler & Steel Barrel Co., Detroit Mich., opened the 
series with a moving picture and talk on the manufacture 
of range boilers. This was followed by a lecture on adver- 
tising and an explanation of the Curtainless shower cam- 
paign in the Pittsburgh papers. William J. Woolley, sec- 
retary-manager of the National Trade Extension Bureau, 
talked to the members on Monday evening, October 24th, 
on what became of the plumbing in the plumbing business. 
J. C. Greenberg is to address the master plumbers in the 
near future. 

The Ladies’ Auxiliary of the Association held a meeting 
at the home of Mrs. E. F. Cass on Wednesday, November 
2nd. The Fancy Work Club of the Auxiliary was in- 
augurated at this meeting. The Auxiliary has been con- 
stantfy growing since the National Convention in Pitts- 
burgh, and it is aimed to open a membership drive in the 
near future to bring the membership over the one hundred 
mark. 

The predicted increase in business following the signing 
up of the carpenters has fallen flat. There is little new 
work on the boards of the architects at this time. The pub- 
lic is awaiting the final settlement of the various trades 
so that building costs can be assured. 
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The American Building Exposition in Cleveland. 

As plans for the American Building Exposition mature, the 
importance of this enterprise to the plumbing, heating and 
all branches of the construction industry, not alone of the 
immediate Cleveland district but of the entire country, is 
realized. From applications now in hand it is evident that 
the event will be national in its scope. Both in the matter 
of exhibits and of individuals who will attend, it is apparent 
that Cleveland will be the center of the building industry of 
the country January 4 to 14, 1922. Numerous conventions 
will be held in connection with the exposition, both state and 
national institutions having indicated their preferences for 
Cleveland at this time. 

In the matter of exhibits, it is expected that the event will 
surpass anything of the kind held in this country, even the 
First Complete Building Show held here in 1916. Already 
as much space as was taken in the entire first show has been 
contracted for, and much of the remaining space, the total 
area being twice that of the 1916 exposition. Two floors 
and the stage in the Public Hall, which will be opened with 
this event, will be used. 

The show has been endorsed by Herbert Hoover, Secre- 
tary of Commerce; W. M. Calder, head of the Committee 
on Reconstruction and Production of the United States Sen- 
ate, and other leading national figures. Institutions that 
hitherto have not exhibited, or had the opportunity to do 
so, will have displays, and will co-operate with the show 
company in developing the affair. Such associations as the 
Cleveland Real Estate Board, the Cleveland Chapter, Amer- 
ican Institute of Architects, Electrical League, Cleveland 
Engineering Society and the like, are developing plans. The 
architects’ 


organization is planning a series of lectures on 
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house and building designing, which probably will be held 
twice. daily. 

The Heating and Piping Contractors’ Cleveland Association 
is completing plans for an exhibit, and as these are developed 
will be announced. A committee headed by Ed Maurer, of 
the Maurer Bros. Co., is working on the project. 

The show has the backing of the Cleveland Builders’ Ex- 
change and is operated by the Cleveland Complete Building 
Show Company. The officers are: George A. Rutherford, 
the George A. Rutherford Co., president; George S. Miller, 
Erner Electric Co., vice-president; F. P. Potter, Potter, Teare 
& Co., treasurer; Edward A. Roberts, the Builders’ Exchange, 
secretary; Carl R. Brown, Cuyahoga County Building & 
Loan Association League; George Donley, the Donley 
Brothers Co.; A. C. Smith, the A. Teachout Co., assistant 
secretary; E. T. Holmes, the Hale & Holmes Co.; H. B. 
McGrath, T. G. Mouat, the Mouat-Squires Co.; J. V. O’Brien, 
Cleveland Board of Lumber Dealers; A. O. Preyor, Goff- 
Kirby Coal Co.; A. E. Riester, the Riester & Thesmacher Co., 
and W. T. Rossiter, Cleveland Builders’ Supply & Brick Co. 


~ Cleveland and Vicinity. 

As to the outlook for added plumbing and heating busi- 
ness the situation continues to improve as the year draws 
to a close. Most members of the trade are concentrating 
upon public work, as that not only assures the greatest out- 
let for material and labor, but also assures prompt return on 
the investment the contractors must make. In private work, 
and notably residence construction, there is still great oppor- 
tunity for new business, but as has been pointed out in this 
column no efforts seem to be productive of results that will 
guarantee financing to those contemplating new work. 

The encouragement the heating and piping and plumbing 
interests feel for public work, on the other hand, is justified 
by the statement of city and county officials that the bond 
issues of last year will be used to construct much needed 
buildings, and in this respect the school work stands at 
the top of the list. Under construction at this time, and 
contemplated for next year, is $15,000,000 school work. 
School board officials assert that Cleveland is 12 years be- 
hind in its school facilities, and even at the end of the pres- 
ent program will be five years behind for a city of this 
size and at the present rate of growth. Some of the biggest 
work in connection with this school development project 
still is to be let, among them being the John Hays Build- 
ing, which is planned to be erected in the vicinity of Uni- 
versity Circle, and which is slated to cost $5,000,000. Other 
individual projects range from $150,000 up to half a million 
each., All mean plenty of work ahead for the plumbing 
and heating trades. 

New contracts in other directions continue to be acquired 
by the trade. The powerhouse for the Public Hall has 
been awarded to the Chappell-Warren Co., and this work 
alone will run close to $100,000. Numerous big boilers will 
be a feature of this project. It will be the largest build- 
ing to be heated in this vicinity. Another contract that 
went to the Chappell-Warren Co. is the Normal School ad- 
dition, a heating contract which will run around $10,000. 

Residence work still makes up the bulk of new business 
booked by the Maskell-George Co., and still more of this 
could be taken on if financing of the projects was possible 
for the owners, according to S. A. George, member of the 
firm. 





Barre, Vt—W. J. Loughheed & Co., 337 North Main 
Street, are completing the installation of plumbing and 
heating systems in the Washington County Tuberculosis 
hospital being erected in this city. 

Montpelier, Vt—The Somers & Mix Co. will install heat- 
ing systems in two residences in East Hardwick, and the 
plumbing and heating in two buildings for the National 
Life Insurance Co., in Montpelier. 
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San Francisco and Vicinity. 

In meeting the problem of unemployment California is 
much more fortunate than many other states because the 
mildness of the climate, even in sections north of the bay 
district, permits building operations to proceed throughout 
the winter. California has no fearful coal problem, nor is 
there danger of bursted pipes in kitchen and bathroom due 
to freezing, nor are the less fortunate members of society 
exposed to suffering attendant upon severe cold. Moreover, 
the State Board of Control announced recently that a con- 
struction program amounting to $6,000,000 for public works 
during the coming winter and spring will provide work for 
about 50,000 workmen. When the program is approved by 
Governor Stephens, it will be the largest schedule of its 
kind inaugurated within recent years. The department of 
public works expects to expend more than one million dol- 
lars alone in wages. One of the most extensive undertak- 
ings will be the construction of the capitol annex to cost 
$3,000,000.. This work will be started about January first. 
More than 30 other major buildings will be constructed under 
the program, and this work will commence in December. The 
buildings will consist of hospitals, dormitories, school build- 
ings, laboratories and offices for various state institutions. 

Steady activity in building construction has marked the 
past few weeks in the city of Oakland. Contracts have been 
let for a new $30,000 store building adjoining the new office 
building of the Title and Guaranty Company on Fifteenth 
Street. Work on the new Fox Theater will begin by the 
first of the year. Investment, $750,000. 

H. L. Villinger, of Turlock, has sold his plumbing busi- 
ness on North Front Street to Roy Sunderland, who is now 
in charge of the establishment. Mr. Sunderland has been in 
the plumbing business in Turlock for nine years with an 
establishment on Laurel Street which he has now closed. 

Other Cities in the State. 

George Gerle, formerly of Vallejo, has opened a plumbing 
shop in Moorpark, Calif. 

The city of Fort Bragg has voted bonds to the amount of 
$80,000 for the erection of a new grammar school building, 
plans for which have been drawn by George C. Sellon & 
Co., of Sacramento. The building will contain a manual 
training, domestic science and kindergarten departments, 
and will be equipped with sanitary plumbing and a steam 
heating system. 

Negotiations for the erection of a $1,500,000, twelve-story 
apartment house located at Ocean Boulevard and Magnolia 
Avenue, Long Beach, are being completed by W. H. How- 
ard. The plan of the apartment is that of community own- 
ership which has proved very popular in California. 

A luxurious twelve-story building will be built in Los 
Angeles at Seventh and Olive Streets, which will be known 
as the Bank of Italy Building. Approximate investment, 
$2,000,000. 

All bonds have been sold for the new Santa Monica 
Masonic Temple, Los Angeles, which is to cost about $75,000. 
Construction of the building will begin within the next 60 
days, and it will be located at Fifth and Santa Monica 
Boulevard. 

Buildings to cost $150,000 will be erected on property be- 
longing to the Estate of Adolphus Busch, in Ocean Park, 
Los Angeles. The property has been leased by _ several 
Ocean Park business men, and the building will contain 
stores, offices and probably a theater. The location is on the 
Ocean between Marine Street and Navy Avenue. 

The Cresmer Manufacturing Company, of Riverside, has 
been awarded the contract for the erection of a new $45,000 
school building at Beaumont. The plumbing contract was 
awarded to A. M. Lines. Construction has already started. 
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Start Right 











ON'T install a cheap range 
boiler just because you can 
quote a cheaper price ona job. You 
will lose your standing in a short 
time if you do, for complaints will 
arise, due to poor service from the 
poor boiler and you will be the one 


who will lose out. 


Quote on Whitaker Range Boilers. 
They will stand back of your repu- 
tation. Tell your customer about 
their long life and saving of replace- 
ment costs, how they are made in 
one factory from the steel to the 
finished boiler by expert boiler 
makers. It will pay you to learn 
about these GOOD boilers if you 
don't already know. Ask your job- 
ber. He has them or will get them. 


WHEELING 
STEEL PRODUCTS CO. 


WHEELING, W. VA. 





Exclusive sales agents for Whitaker Glessner Co., 
Wheeling Steel & Iron Co., LaBelle Iron Works. 
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Wash and Bathe tn Running Water 





Because people are now familiar 
with its benefits, there is an all- 
year-round demand for the shower 


The old thought that the shower is something used only 
in summer has been wiped out—swept away. The show- 
er is now generally recognized as the only means of 
taking a really clean bath, winter or summer. 


Showers can be and are sold in every month in the 
year just as are lavatories, tubs and other bath-room 
fixtures. 


Keep this in mind and drum up some shower business 
during the coming months. 


Why not put on a local campaign to sell Speakman Port- 
able Showers. We’ll furnish the advertising which you 
run over your name. e’ll also furnish electros for 
these advertisements together with lantern slides and 
folders, both carrying your name. 


Let us hear from you about a Portable Shower cam- 
paign. You'll find it will build a lot of business. And 
remember that a portable shower sale often leads to @ 
more elaborate shower installation later on—And that’s 
a nice job. 


Speakman Company 
Wilmington, Delaware 
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Secures Large Plumbing and Heating Contract. 

The William Gordon Corporation has been awarded the 
plumbing and heating contract in connection with the group 
of apartment houses planned at Jackson’s Heights, L. I. 
This is said to be the largest group of apartment houses ever 
built. The general construction is in the hands of the Dwight 
P. Robinson Co. 

As previously stated, the plans call for twenty-six build- 
ings of four and five stories. The architect, George H. Wells, 
provides a layout of 284 apartments with five or six rooms 
and one or two baths each. When completed the houses are 
to be disposed of on the tenant ownership basis which has 
proved so successful here and elsewhere. 

The plan is an extension of the model settlement estab- 
lished at Jackson’s Heights by the Queensboro Corporation 
some years ago and will represent an increase of around 
fifty per cent in the developments of that organization. 

Seen by a representative of “Domestic Engineering,” 
William Gordon, president of the William Gordon Corpora- 
tion, proved unwilling to state the amount of the contract 
but admitted that it was a record-breaker for apartment house 
work. 

“Our company does not really handle apartment houses 
except when they come in bulk, as in the present case,” he 
said, “otherwise it isn’t worth our while. We are more par- 
ticularly concerned with office buildings and banks and so 
on; but there isn’t much doing in that line at present. Like 
everyone else we are hoping for an open. winter, in which 
event there will probably be considerable activity in build- 
ing construction so as to get in before the tax exemption 
date limit on April Ist. And in the spring there is every 
reason to hope for a really worthwhile revival all round, as 
the city is five years or more behind on its building program 
and something must be done both in domestic and industrial 
construction. 


The Plumbing and Heating Contracts on One of the Largest > 
Country Club’s Buildings in the World. 

The Milton Schnaier Contracting Corporation has complet- 
ed the plumbing work on the golf house of the new Country 
Club at Rye, N. Y., which, with the other units of the 
Westchester-Biltmore group, will ultimately form one of the 
largest country clubs in the world. 

The heating contract, which it is hoped to complete in 
the spring, is in the hands of Baker Smith & Company, who 
are handling this work for the whole group of buildings, in- 
cluding both hotel and sport houses. While the company 
did not care to divulge the amount of the contract, its rep- 
resentative admitted that it set a new high-water mark for 
country club work. There are to be four boilers, aggregat- 
ing 800 horsepower, which will be located with the main in- 
stallation supplying the whole series of buildings. 

It is hoped to complete the construction work on the 
$6,000,000 hotel and to have the whole place ready for opera- 
tion in the spring, and this will provide a magnificent coun- 
try club with the most up-to-date club and hotel facilities. 

The large hotel stands in the center of an area of about 
650 acres, and the golf club and the caddies’ house and the 
sports house and other buildings are located around it, with 
three golf courses, tennis courts, polo field, bridle paths and 
other attractions. 

The golf house itself is larger than nine-tenths of the 
country clubs now in existence, covering an area of about 
150x225 ft., with spacious terraces for dining overlooking 
the greens. It is connected with the hotel by an arcade 
and is built of hollow terra cotta tile stucco, with white 
stucco exteriorly, embellished with red brick quoins, green 
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lattice work and shutters, and also vases and fountains, 
and the columns are in cement cast from antique models. 

The principal lounging room is 36 ft. wide and 60 ft. long. 
Special attention has been given to the toilet rooms and 
showers, this work, as previously stated, having been car- 
ried out by the Milton Schnaier Corporation. It is under- 
stood that the retiring rooms on the ground floor are about 
the finest of their kind ever put in. They are finished in 
marble, are exceedingly commodious, and are exceptionally 
well lighted and ventilated. Adjoining, there is a valets’ 
room with all modern equipment for drying and pressing 
clothes. 

The principal locker room, located on the main floor ad- 
jacent to the toilet and shower rooms, contains 500 steel 
lockers of unusual size. This room is 50 ft. in width, 85 ft. 
in length, and 25 ft. in height. Ventilation is supplied along 
the two long sides of the room and across the end. 

In addition to the contracts held by the Milton Schnaier 
Corporation, and Baker Smith & Company, the large p!umb- 
ing contract for the hotel (including 400 rooms and baths) 
is in the hands of Jarcho Bros. The-general construction 
work is being handled by the G. A. Fuller Construction 
Company. ! 

Saranac Lake. 

A new plumbing and heating shop was recently opened at 
68 Shepard Avenue in Saranac Lake, N. Y., by George M. 
Stearns. Mr. Stearns has been employed locally for many 
years and is regarded as an excellent mechanic. He has 
several jobs under way, and has just about completed a good- 
sized alteration. Throughout his community he has the dis- 
tinction of being the pep-producer for the Saranac Lake ball 
team, and his contribution in the way of enthusiasm and 
encouragement to his team is believed to have been so great 
that it helped immeasurably in making the Saranac Lake 
ball team champions of upper New York. 


tw keNew Jerse 
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Newark. 

Master plumbers in this part of the country are discussing 
with great interest the resolution just adopted by the Board 
of Freeholders of Essex County which will require bidders 
for future county contracts to make their proposals conform 
strictly to the specifications upon which contracts are of- 
fered, and to observe the legal requirements therein embraced. 
This means that if a bid should be found defective if only 
because of a technical error—such, for instance, as the over- 
looking of the obligation of a surety, or failure to submit a 
certified check with the bid, if that should be called for— 
the bidder would lose out, regardless of whether or not his 
offer should be the lowest one submitted. 

In adopting this rule, the board has placed all responsible 
bidders upon an exact equality. It has removed from itself, 
its committees and its officials, all opportunity and all right 
—if the right has existed—to make concessions to a bidder 
making a proposal involving lower cost to the county than 
any other submitted in a given competition, notwithstanding 
the low bid should be shown to be technically defective. 
Nobody will have the right or power to say henceforth that 
non-compliance with any of the conditions of a bid may be 
overlooked. The rule works automatically; every bidder 
knows, or should know, just what he is required to do under 
the law and the specifications. If he submits an incomplete 
or otherwise erroneous bid, that is his lookout. But he won’t 
get the contract. 

Commenting on this new rule, one of the leading Newark 
daily papers had this to say in its editorial columns: 

“Thoughtful taxpayers will find no ground for a quarrel 
with this rule, if it is enforced. It ought to be a sufficient 
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“‘The BURT of a Nation’’ 


Built ° Right Principle 


The Tubular prin- 
ciple of heating is 
recognized as the 
most effective heat- 
ing surface. 








The copper tubes 
of the BURT Water 
Heater are expanded 
into the iron and are 
of best quality heavy 
| copper. 
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Each tube forms 
2a separate, quick- 
acting heating unit 
in which the water 
is heated quicker and 
more uniform than is possible in the 
larger coils of the coil constructed heater. 





WAT ER 


Burt 






EATER 


is easily installed on any type of boiler— 
steam, vapor or hot water. Is connected 
to outside of boiler and eliminates trou- 
blesome fire-pot coils. 





There is nothing to wear out—nothing 
to look after. A lifetime of service at a 
small initial cost—only cost. 


The season is here for selling BURT 
Heaters. There is a big demand and 
good profits for the man who sells and 
installs them. 
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SOLD THROUGH JOBBERS 





Write for Literature 


: 
Henry W. Letcher 
# 





50 Church St., New York 
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FEMCO 


Sanitary Vent Tees 
and Crosses 





WE carry a 


complete 
line—both Reg- 
ular and Long— 


in all standard 


s1Zes. 


Every piece Is 
water pressure 
tested at our fac- 
tory and guaran- 
teed correct. 





TANK TRIMMINGS 


A complete line of water pressure tested 


fittings for both high and low tanks. 


TUBULAR GOODS 


Lavatory and Sink Traps—FEMCO Cast, 
Semi-Cast, Anti-Syphon, and Bent Tube. 
Cast and Wrought Connected Waste and 
Overflows. Cast nuts and die cut threads 
only. 


All sizes and styles of Bath and Basin 
Supply Pipes. 
Your) jobber stocks Femco Products 


The Frost Manufacturing Co. 


Kenosha - Wisconsin 














November 5, 1921 


guaranty that county bidding will be free from attack, either 
public or private, which is one of the objects of its adoption. 
It may be true that money has been saved on occasions in 
the past by the waiving of a technicality here or there on low 
bids submitted by those whose responsibility and reputation 
were unquestioned. .But it is not more probable that, under 
other circumstances, the county and its taxpayers have suf- 
fered losses through distortions of such concessions. 

“A too liberal interpretation of the conditions of competi- 
tion might easily form a convenienf stepping stone to abuse. 
There is history for this in the exposures of methods in the 
county board through the grand jury and a Supreme Court 
commission, and it is not ancient history by any means, at 
that. If reputable bidders have fallen into the habit of pre- 
paring bids loosely, it probably was because they knew the 
county government was not exacting in such matters. Hav- 
ing now been served notice that proposals must conform 
strictly to law and the rules, they will doubtless act accord- 
ingly.” 

At a meeting of the Newark Building Trades Council, this 
week, a motion to take immediate disciplinary action against 
the carpenters for refusing to comply with the jurisdictional 
award giving all trim work to the sheet metal workers, was 
opposed by Fred Scholl, of the steam fitters’ union, who 
urged that it would be better to await further information 
on the carpenters’ appeal, before taking summary action. 
This controversy, which involves about two million dollars 
in wages, has been creating a great deal of discussion in 
Newark labor circles, and is being watched with keen interest 
by employers in the local building trades, including plumbing 
and heating contractors, because it threatens to break up the 
local labor body. 

The controversy is the outcome of the ruling of the na- 
tional board of awards of the building trades, made several 
months ago, that trim work in building construction was 
properly within the jurisdiction of the sheet metal workers. 
The carpenters had always done this work, and they an- 
nounced their intention of appealing against this decision on 
the grounds that they were not represented when the award 
board made this ruling. The local council never has been 
notified formally of the intention to appeal the decision, and 
meanwhile the local carpenters are doing the trim work which 
local sheet metal workers feel they are entitled to. 

Henry E. Staeger, representing the brick-layers, brought 
the matter up at the meeting. He declared that definite 
action should be taken at this meeting. He asserted that the 
refusal of the council to enforce the award board’s ruling 
was placing it in a foolish light. Frank Warholick of the 
sheet metal workers also asked for definite action. 

Fred Scholl, of the steam fitters, and Joseph Fay, of the 
hoisting engineers, urged deliberation. They advised that 
it would be better to await information on the carpenters’ 
appeal. Henry Hebeler, of the steam and operating engi- 
neers, who presided in the absence of William J. Lyons, 
president of the council, sided with them. 





The city planning commission of New Britain has voted 
to erect a public comfort station at the lower end of Central 
Park in that city. The station is expected to cost about 
$20,000. Work on the structure will probably not be started 
before spring. 

M. J. Daly & Sons, of Bridgeport, have the contract for 
plumbing and heating work in a new building to be erected 
at Naugatuck for the Young Men’s Christian Association. 
The completed building will cost nearly $350,000, it is 
estimated. 
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Portland 


_ The city of Portland, Me., has advertised for bids for 
plumbing and heating in a proposed annex to the North 
School on Congress Street in that city and the remodeling 
of the present building. Bids will be received separately until 
November 17th at the office of the mayor. 


“We have with us today,” is the 
heading of a daily column in the 
“Portland Evening Express” in 
which appears each day a snapshot 
of some prominent business man 
or other familiar figure on Portland 
Streets. William Allen, plumbing 
and heating contractor of South 
Portland, got in the way of the 
camera a few days ago and the ac- 
companying picture of him appeared 
in the “Express” which had this 
to say of him: “William Allen, one 
of the substantial citizens of the 
little city across the $1,000,000 
bridge is the man with us today. 
For many years he was town clerk 
of South Portland and he still plays 
a part in the doings of the Repub- 
licans in that city, being a staunch 
G. O. P. man. He is in the hard- 
ware, plumbing and steam fitting 
.* business and a member of the firm 

Willtam Allen of C. A. Tilton Company. It is 
hardly necessary to say he is prosperous. He is not a 
man given to hobbies, but he’ does like the great Ameri- 
can game and was one of the Pine Tree baseball fans. He 
is a quiet, unassuming man, but has lots of friends both 
here and in South Portland. He is a Mason, a Knight 
of Pythias and an Elk.” 


\Massachusetts 











Boston and Vicinity. 


The contract for installing the heating system in a 12- 
room schoolhouse to be erected in the Roxbury district by 
the city of Boston has been awarded to I. W. Grozier of 
West Canton Street. 

Foundations have been laid for a building on Huntington 
Avenue in the Back Bay district of Boston, which will con- 
tain seven stores. The plumbing contract has been placed 
with A. Krevitsky of Dorchester. 

The Power Heating and Ventilating Company, of Boston, 
will install the heating systems, and Gould & Satwick, of 
Chelsea, the plumbing, in connection with extensive altera- 
tions in a building on Tremont Street, Boston, containing 
four stores and a lodging house. 

Contracts have been let for a new office building on Oliver 
Street, Boston, for the Oliver Street Trust Co. The heating 
and plumbing was awarded to the Massachusetts Sprinkler, 
Power and Sanitary Engineering Co., of 100 Boylston Street. 

F. E. Woodward & Co., of Boston, have the contract for 
heating in connection with additions to be made to a com- 
munity house on Queensbury Street in the Back Bay sec- 
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Universal 
trap Hanger 


An inexpensive product, strongly 
made for durable service. 





It is instantly adjustable. Only two 
sizes required to be carried in stock. 


No. 3 adjustable to all sizes of pipe from 
14 to 4 inches. 


No. 2 adjustable to all sizes of pipe from 
4 to 8 inches. 


Furnished in any length, both black 
and galvanized. Tested to 600 pounds. 


We make a complete line of 
the famous PERFECTION Floor 
and Ceiling Plates, Automatic Air 
Valves, Pipe Hangers, etc. If you 
do not have our latest catalog, 
write for it. 


Your jobber can supply you with 
PERFECTION Products 








The Beaton & Cadwell 
Mfg. Co. 


New Britain, Conn. creneer Etats 


Branches: New York Office and Store, 234 Water St. 


Western Representative—Harry Verbeek Co., 208 N. Wells 
St., Chicago. 

Southern Atlantic States Representative—P. C. Abbott, 
Richmond, Va. 

Eastern Canadian Representative—J. R. Devereux & Co., 
New Birks Bldg., Montreal, Quebec. 

Western Canadian Agents—A. E. Hinds & Co,, Galt Bldg., 
Winnipeg, Canada. 

Pacific Coast Representativee—Wm. P. Horn & Co., 
Rialto Bidg., San Francisco, Calif. 

Wm. sie Horn & Co., 301 Kerckhoff Bldg., Los Angeles, 
Calif. 


Wm. P. Horn & Co., 711 Deekum Bldg., Portland, Ore. 
Wm. eae & Co., 1105 L. C. Smith Bldg., Seattle, 
Wash. 
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| How FIGURE 
RADIATION ? 


a RADiation | L 





fe With a MOONEY RADIATION 
re; CALCULATOR, you can figure the 
c exact amount of radiation necessary 
} for any size room or building, whether 
‘steam, hot water, or vapor heat is be- 
! ing used, and do it quicker than by 
! any thumb rule. All’ on one chart— 
be Se easily understood. Gives exact amount 
| required. Has been in use for ten 
ars and not one jo gu y it 
| - d b figured by i 
i had to be changed. 
' Send us your name and address, and 
we will mail you one. Try it, then if 
i you want to keep it, on P us $1.25 
{ aaer five days. We know you will 
I want to keep it. 
| 


+) “Ty: MOONEY 
NASHVILLE, TENN. 
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Insurance 


. Against Flooded Basements 


Where the Signet Drain is installed there 
can be no back water. 

A perfectly reliable trap that automati- 
cally keeps out 
SoweenEm, gas and 
germs 





















Always works. 
Nothing t to get out of 

. Order. Brass work- 
ing parts submerged. 


The Signet is clean, 
sanitary, simple, dur- 
able and efficient. 


Write 
for details 


CRAMPTON-FARLEY BRASS CO. 


KANSAS CITY, MO. 











PAINE TOGGLE BOLTS 
‘‘The Practical Toggle’’ 


Save their cost in‘ time 
and patience 


THE PAINE CoO. 
1742 Van Buren St. 
CHICAGO 


Work instantly in any 
position in any hollow 
material. 





ACME Drinking 
DETROIT Fountain 


Adjustable to All Pressures 


A strictly sanitary fixture suitable for use in all classes of buildings. 


The price is right, too. 
We make a line of high grade 





Basin Cocks Wash Tray Bibbs 

Sink Bibbs ill Cocks 

Drinking Fountains Boiler Drain Cocks 
Solder Nipples 


lf your jobber hasn’t our goods in stock write us, giving his name. 


Acme Brass Works, Detroit, Mich. 


Eastern eeereaenes Kessel & Muller, New York 


Western Representative: H. E. Cram Jr., 79 W. Monroe St., Chicage. Ill. 
eee 








November 5, 1921 


tion of Boston for V. Centre. The plumbing will be. in- 

stalled by D. J. Farrell & Co., of Dorchester. 

tions in a building on Tremont Street, Boston, containing 
The E. T. Keefe Co. is the name of a new Massachusetts 

corporation which will do a heating and ventilating business 

in Boston. Edmund T. Keefe is president, Harold J. Flem- 

ing, treasurer, and Richard C. Keefe, director. 


Other Cities in the State. 

A new building to cost upwards of $150,000 is to be 
erected at the State Hospital at Foxboro. The heating con- 
tract has been awarded to J. J. Hurley & Co., of Boston, 
at $16,373, and the plumbing to E. C. Kelly, of Roxbury, at 
$13,144. 

Contracts have been let for a building at Ferry and Eastern 
Streets, Malden, to contain seven stores. The Suffolk Heat- 
ing and Plumbing Co., of Boston, was the successful bidder 
for the plumbing and heating work. 

Plumbing Inspector Frank L. Avery, of Holyoke, is con- 
stantly on the watch for violators of the plumbing regula- 
tions. He recently had one man in court for doing plumb- 
ing work without a license and a fine was imposed. 


Kentucky 








Louisville and Vicinity 

Business with the Louisville plumbers and steamfitters 
is holding up remarkably well for the last quarter of the 
year, due to the fact that a good deal of residence work 
was started late, and a considerable volume of work is 
still starting. With open weather it is believed that work 
will carry on through the winter months in good shape, 
and that there will be an early revival of building, on an 
even larger scale. Quite a large amount of business is on 
the architects’ boards at this time for commercial and in- 
dustrial building. 

With very few exceptions all work this year has been 
confined to residences and buildings costing but a few 
thousand at most. There has been practically no large 
contract work, and as a result Louisville plumbers have 
been able to make profits on the jobs handled. Every 
plumber in Louisville has been busy this season, and from 
reports received, it is indicated that they have all done very 
well from a financial standpoint. 

The P. H. Meyer Co. is now very busy in installation 
of the plumbing on the twenty-story addition to the Inter 
Southern Building, as it is planned to complete the build- 
ing by February 1, a month ahead of the original scheduled 
date. 

Harry J. Hack has a large contract on the new Louisville 
Sanitary Market, at 423-29 South Fifth street. The plumb- 
ing and refrigeration work will be of the very latest type. 
The contract calls for a large number of modern plumbing 
fixtures. 

J. J. Hannan, formerly City Plumber Inspector, now a 
master plumber, has a nice job on the C. F. Vissman Pack- 
ing Co.’s plant. 

Under a law enacted at the last session of the Kentucky 
Legislature, forcing all coal companies to install modern 
wash rooms, lockers, etc., for miners, many coal companies 
have improved their equipment, but as quite a number have 
failed, the labor leaders have taken action against some of 
the Western Kentucky coal mining companies, and a case 
against the Beaver Dam Coal Co., Beaver Dam, Ky., has 
been appealed to the Court of Appeals to test the con- 
stitutionality of the act. If the court upholds the law, there 
should follow quite a good volume of business from coal 
mining companies. Plumbers are much interested in the 
outcome of this case. 
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PROVINCE OF QUEBEC 





Montreal 

Of no little interest to the plumbing and heating busi- 
ness in general, is the announcement recently made by the 
Honorary Council of Scientific and Industrial Research, a 
council of the leading scientific authorities in the Dominion 
working under the auspices of the Dominion government 
for the study of the many difficulties which stand in the 
way of industrial development and which may be removed 
by scientific discoveries, to the effect that a special sub- 
committee has been appointed by the Council and has been 
at work for some time studying the question of the scien- 
tific construction of household heating apparatus. 

The object is not to bring into being anything new of 
a legislative nature, but to collect and classify the scien- 
tific principles involved in the heating of houses artd build- 
ings, to find out what are the difficulties in the way of 
heat losses, heat radiation, etc., to see what new light scien- 
tific research can throw on these questions, and generally 
to put at the disposal of the people whose business it is 
to make and to install heating apparatus of every kind, a 
store of information bearing on the scientific solution of 
all the problems with which they are confronted, as well 
as giving them the opportunity of having their difficulties 
studied in the laboratory under the direction of the Do- 
minion’s greatest scientific minds. 

The idea of abstract science has so long been connected 
in the minds of most people with spots on the sun and the 
location of the poles, and such like interesting but more 
or less ‘useless matters, that it is an encouraging sign of the 


times when the leaders of science come down out of the. 


clouds and volunteer to help- the plumber and the steam 
fitter in his everyday task of making humanity healthier, 
happier and more comfortable. 

Among the largest contracts let during the past week 
or two, are the following: Additions to Montreal General 
Hospital, plumbing and heating to L. E. Moulton & Co., Ltd. 

Westmount Synagogue, plumbing, heating and ventilation 
to Garth Co. 

The St. Lawrence Amusement Co., Ltd., new movie house 
on St. Hubert Street, plumbing and heating to J. Becker. 

Additions to Alexandra Hospital, plumbing and heating 
to Jas. Ballantyne. 

Imperial Oil Co., Ltd., service station on Sherbrooke 
Street, plumbing and heating to John Tweedle & Co. 

A $250,000 apartment house on Sherbrooke Street, plumb- 
ing and heating to Thos. O’Connell. 





PROVINCE OF ONTARIO. 





Hamilton. 

Work in the building trades in the city of Hamilton is at 
the present time in a very satisfactory condition, there being 
no labor troubles. The latest trade to reach a satisfactory 
agreement with the builders was the bricklayers, who agreed 
to accept ninety cents an hour. 

There are some large buildings in the course of construc- 
tion here, among them being the Technical College, Went- 


worth Street, the plumbing and heating contract of which 


was awarded to the Adam Clark Co., Hamilton; the nurses’ 
home of the City Hospital; the Robt. Fitzsimmons Co. has 
the heating and plumbing contract; the Prince of Wales 
School, Lottridge Street, and the nurses’ home, St. Joseph’s 
Hospital. 
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A Saving 
Over Marble 


Have you been passing up the chance 
to bid on the partitions in toilet in- 
stallations where marbleis demanded? 
Here is your opportunity to show 
both architect an Scone ow to save 

money over marble. 
OR installations requiring a _ tqjlet 
partition of the very finest quality, 
this Sanymetal Special has no superior, 
either in metal or marble. It is hand- 
somely designed with a simple moulding 
and flawlessly finished with a _ heavy 
baked-on enamel—the partition white 





and the door mahogany. 





PARTITIONS 


TRADE manx« U 8. 





are all constructed of rust-resisting Armco Iron, 
built in unit sections adaptable to any layout, 
and equipped with the practically indestructible 
Sanymetal Gravity Roller Hinge gnd zinc-plated 
hardware. To these well-known advantages the 
Sanymetal “Special” adds the quality of beauty 
comparable with any partition, of any material, 
at any price. 


All the quality of marble—with- 
out the cost. Let us show you. 


THE SANYMETAL PRODUCTS CO. 
980 E. 64th Street Cleveland, O. 








The Sany- 

metal Spe- 

cial ds suited 

for high- Unretouch 
grade office ed_ = photo- 
b u i Ildings, graph of a 
factory of- corner de- 
fice toilets, tail = show. 
hotels, the- ing mould- 
aters, wves- ing on the 
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PORCELA 


The Bath Tub Cleaner 


Contains no grit. 
No acid. 
Keeps fixtures like new. 


Most contracting plumbers use 
Porcela and recommend it to 
their customers. 


If you haven't Porcela in stock 
order from your jobber. Write 
us for free sample can and 
descriptive folder. 


PORCELA-RADAX CO. 


NEW BRIGHTON. PA. 


| WATER 


At Lowest Possible Cost 


XCELSO Heaters are easy to 

get! Order yours with your 
other heating supplies. Endorsed 
and sold by every prominent Doiler 
manufacturer and by all plumbing 
and heating supply jobbers. 
Remember, the Excelso is the one 
nationally-advertised, most widely 
distributed water heater of its 
kind. Eliminates fire-pot coils. 

Write for details and liberal discounts 


Excelso Specialty Works 
186 Clinton St. Buffalo, N. Y. 


EXCELSO 
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A Septic Tank 


Requiring no attention 
after being installed 


The “Marion” 


Household Septic Tank 


Permanently adjusted. PAYS 
GOOD PROFIT. Helps you 
secure orders from all rural 
and suburban districts. Order 
through your jobber or direct. 





American Sanitary Sewage Co. 
Bank of Commerce Bldg, Memphis, Tenn. 














STERLING SYSTEMS 


Vacuum and Vapor Heating 
Specialties 


Thermostatic Traps—Air Line Valves—Graduated 
Supply Valves—Air Eliminators—Damper 
Regulators—Return Traps 


STERLING ENGINEERING COMPANY 


Milwaukee Wisconsin 
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Among some other contracts recently placed are the follow- 
ing: J. Harrower will install the plumbing and heating in the 
store and apartment building being erected on the corner of 
Ottawa and Cannon Streets. | 

James Saynor has the plumbing contract on twelve resi- 
dences being erected on Fairleigh’ Avenue, for W. Atchison, 
the heating contract on these residences was awarded to 
F. Barlow. 

The contract for the plumbing and heating of the Prince 
of Wales School and the annex to the West Avenue School, 
has been awarded to The Adam Clark Co. 

The plumbing and heating of the St. Lawrence School, 
Ferrie and John Streets, will be done by the Robt. Fitz- 
simmons Co. The plumbing and heating in the residence of 
W. H. Yates, Wentworth Street, South, will also be installed 
by this concern. 

A. Rogers & Sons have the contract for the plumbing in 
the large showrooms and warehouse of Crane Company, Ltd., 
King William Street. 

Welsh & Co., Toronto, have completed the installation of 
plumbing and heating in the New Pantages Theater, King 
Street, East. 





WORK WILL BRING BACK PROSPERITY. 





The best cure for business depression and dull times is 
work—and then some more work, John N. Willys, presi- 
dent of the Willys-Overland Company of Toledo, asserted in 
a recent address before several hundred automobile dealers 
at Boston. As proof of his assertion Mr. Willys pointed to 
the fact that more automobiles had been sold during the 
past year than ever before notwithstanding unfavorable busi- 
ness conditions. 

“Business will be 75 per cent normal next year,” Mr. 
Willys said. “It will depend upon the intelligence and hard 
work back of the project just how far above this figure it 
will go. Gone are the days of short hours, of short working 
days. The time has come when men must be on the job 
24 hours in the day. The man and the organization that 
work the hardest will win.” 

Mr. Willys was talking to men who sell automobiles. The 
plumber sells necessities. If his receipt is good for a luxury 
business, it will have even better results in the case of things 
people must have, and it behooves the plumbing and heating 
contractor to take notice. 

“Every man who has put his hand to the plow must work 
on,” Mr. Willys continued. “We must not turn back in 
sight of obstacles. We must fight and work all the harder 
to overcome them.” 





It Is Interesting to Note the development of improved 
means of transportation, says the Farmers’ Journal, a pub- 
lication devoted to the agricultural industry in East Africa. 
Owing to the absence of railroads, the greater part of traffic 
in French Morocco is carried on by motor trucks of 3%4-ton 
and 5-ton capacity. Because of the wide extent of the coun- 
try and the difficult nature of some of the roads, combined 
with long distances from service stations, the outstanding 
factors of trucks considered for transportation uses in that 
country are above everything else, reliability and service. It 
is desired that extra-size gasoline tanks and a box for spare 
parts be incorporated in the truck. It should have a cooling 
system of extra capacity because of the extremely high tem- 
perature encountered. Particular attention to spring suspen- 
sion should also be given, owing to the weight of loads car- 
ried and the poor condition of many of the roads. 





Carlisle, Pa—Charles E. Stambaugh, who with Robert 
W. Sutch succeeded G. C. Neusbaum in business, is now 
conducting the plumbing and heating business of Sutch 
& Stambaugh under his own home at 152 North Pitt Street, 
in this city. 
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Heating Department. 

1,392,479. Gas-Heater. Legendre Cinq-Mars, San Fran- 
cisco, Calif. A gas heater embodying in its construction 
identically constructed heater sections each of which com- 
prises an ascending flue and a descending flue communi- 
cating with one another at their upper ends only, said sec- 
tions having openings in opposite sides at their lower ends 
registering and communicating with the corresponding flues 
of said sections at the lower ends of said flues, a burner 
extending through the openings which communicate the 
ascending flues with one another, and an outlet flue located 
outside of the sections and having its lower end only extended 
directly into the descending flues of certain sections. 

1,392,810. Adjustable Pipe-Hanger. Lothar R. Zifferer, 
Lancaster, Pa. In a pipe hanger, the combination of a 
threaded sleeve, a carrier rotatably connected thereto, and 
an element integral with the one part adapted when bent into 
locking engagement with the other part to prevent relative 
rotation as well as longitudinal shifting there-between, sub- 
stantially as described. -" 
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1,392,479 
1.392.890 
1,392,890. Centrifugal Regulating Device. Weston M. 


Fulton, Knoxville, Tenn., assignor to The Fulton Company, 
Knoxville, Tenn., a corporation of Maine. In combination 
with means to be controlled a vessel containing a fluid and 
having a tubular wall which is axially extensible and con- 
tractible in the direction of its length, under the increase 
and decrease, respectively, of the centrifugal pressure de- 
veloped by the rotation of said fluid, and means connecting 
an axially movable element of said vessel with said means 
to be controlled. 

1,392,340. Thermostat. Edwin B. Lane, West Hoboken, 
N. J. A thermostat combining a pair of leaf-springs bowed 
toward each other, contacts riveted to the springs and nor- 
mally abutting one another to complete an electric circuit, 
means at either end of the springs for insulating them from 
each other and from the casing of the apparatus and for 
limiting the movement of the springs away from each other, 
the casing being responsive to temperature changes for per- 
mitting movement of one of said retaining means to effect 
making and breaking of the circuit at predetermined tem- 
peratures, and means for adjusting the other retaining means 
toward and away from the first retaining means to vary the 
standard of temperature maintained. 
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GAUGE GLASS 


IMMEDIATE DELIVERY 
STANDARD AND HIGH PRESSURE 
Our High Pressure Glasses have fused ends 
and are annealed by special process. Try 
them for highest steam pressures. 


We manufacture Automatic Air Valves and Hot Water 
hermometers. 


MAGEE STEAM SPECIALTY CORPORATION 


136-138 Beekman Street, NEW YORK CITY 
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Don’t Be Content 
With ee Flaeh- 


Specify and Use the 


Reliable 


“SIMPLEX” 


Made in 
All Lead—Copper—Galvan- 
ized Iron 


Every Flashing Adjustable 
Every Flashing Perfect 


Manufactured only by 





Simplex Mf. Compeny, 313 S. Clinton St., Chicago 
W. H. sesniechain tie Mits danke Seneaie Ont. 














RAYWOND LEAD WORKS 


735 So. Washtenaw Ave. 
CHICAGO 


Manufacturers 


Plumbers Lead 
Goods 


Prompt Deliveries ‘Lowest Prices 








“Serene” 
Syphon Jet 


“SERENE” Syphon Jet 
is presented as the attain- 
ment of perfection in the 
construction of closets of 
the better class. 

Quiet, powerful, 
stealthy syphonic action 
characterizes the 
“SERENE?” Jet. 

Ask your jobber for it. 
Made of “CASTEX” Whitest 






















Vitreous China 
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“BRE HYGIENIC” 
SPRING SEAT 


Just the seat for that office 
building or factory job. It has 
an adjustable spring tension. 

: A spring shock absorber that 
” . : takes all jar and strain from 
= the bowl. A stop that keeps 
the seat from striking fix- 
tures in back and a “BRD 
HYGIENIC” seat. 

Get our special prices for 
your show room or window 
display. 


BRE MFG. CO. 


Hyde Park Dist., Boston, Mass. 


x Burman “Unit” Laundry Faucet 


Simplest, Most Convenient and Least Expensive 
Faucet Made 

Supplies hot, cold, or 
temperate water to either 
tray by slight movement 
of spout, Only two valves 
instead of four faucets. 
Saves its price by elimi- 
nating pipe and fittings. 
- Clamps securely to back 
of tray. 

Easy to install. Makes 
a neat job. 
Write for prices. Now for sale by most jobbers 


BURMAN SPECIALTY CO. 


1908 Lincoln St. N. E.; Minneapolis, Minn. 
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Something New! 


Sanilav 
Cleans Closet Bowls 
Bath Tubs 


Lavatories 
Tile Floors 
Sole Distributors 


Hercules Chemical Co. “Novyeu 











Myers Power Pumps 


Great strength and ample uns power 
are essentials where water pumped 
from — wells or forced aouamek heavy 
pressure. 

In MYERS oe POWER 
ee we S—all styles—the 


pow is applied 
through — inions, gears side 
arms inouring great lifting — 
with a - A. of ft side motion and strai 
which reduces wear and breakage. 
Simplicity of construction with but few 
working parts adds to the life of Myers 
Pumps and makes om exceptionally de- 
sirable where severe service necessary. 
Our No. PP20 Catalog shows the entire 
line of Myers Power Pumps—Let us mail 
you a copy and quote. 


The F.E. Myers & Bro. Co. 


Ashland, Ohio 

















1,393,258. Safety-Valve. Alfred B. Carhart, Winchester, 
Mass., assignor to Crosby Steam Gage & Valve Company, 
Boston, Mass. a corporation of Massachusets. In a safety- 
valve of the plural seat class, the combination of escape 
apertures communicating with the inner seat-aperture, a 
tubular extension on the valve disk provided with means 


- directly associated with said escape apertures, to constrict 


their effective cross-section as the valved disk rises 


eat Jip 


es eal 
x 3 a 












s 


—— 














Wi 


Non 


Z 


ss 


WAG 








WH 
SH 


S \ 


4: 






Ss 


ALGAAS MS IG 


SSS 


WZ 


SILETTA, SULIELL, ite 






















V/ Lh 


‘ ew 


MOSS 
WSS 







ie 


SN 






\' 

NS 
NP 

N 


HOTA: 

















A 

















1,393,258. 


1,392,340 


1,393,060. Heat-Regulator. Everett H. White, St. Paul, 
Minn. A heat regulator comprising a thermostatic member, 
a movable contact member, operating connections between 
said thermostatic member and said contact member, fixed 
contact members adapted to be successively engaged by said 
movable contact member, a control member adapted to vary 
the positioning of said movable contact member relatively to 
said fixed contact members for a given room temperature, 
means tending to maintain said control member in a position 
corresponding to a relatively high room temperature, and 
means for locking and rendering said last mentioned means 
inoperative when said control member has been manually 
moved to a position corresponding to a minimum room tem- 


perature, said last mentioned means being adapted for opera- 


tion by a time controlled device for releasing the same and 
thereby causing said control member to move automatically 
to its first mentioned position. 
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1,303,060 


1,393,156. Pipe-Cutter. Ira W. Nonneman, Warren, Ohio, 
assignor to The Borden Company, Warren, Ohio, a corpora- 
tion of Ohio. In a pipe cutter an annular frame comprising 
detachable sections, each section having a portion cut away 
at its inner circumferential edge at one end and at its outer 
circumferential edge at the other to form tongues, the outer 
tongue of each section overlapping the inner tongue of the 
adjacent section, and means for securely fastening said 





1,393.15¢ 
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‘overlapping tongues together, said sections being adapted 
to be separated radially when the connecting means is re- 
moved. 

1,392,891. Hot-Water Radiator. John Newton Hardy, 
Harry D. Wilson, and David S. Long, Waycross, Ga. A 
radiator of the character described comprising a plurality 
of coils, including an uppermost coil, a lowermost coil and 
a plurality of intermediate coils each having parallel longi- 
tudinally extending portions and transversely extending end 
portions, the intermediate coils each being formed at oppo- 





1,392,891. 


site ends with upwardly and downwardly projecting necks, 
the neck of one coil fitting into the neck of an adjacent coil, 
the topmost coil being formed with downwardly projecting 
necks and the lowermost coil being formed with upwardly 
projecting necks, the coils having septums disposed across 
said necks at alternate ends of the coils, to thereby cause the 
circulation of water entirely through one coil before passing 
into an adjacent coil. 
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1,393,622, 


1,393,622. Boiler. Frank B. Howell, Buffalo, N. Y., as- 
signor to American Radiator Company, Chicago, Ill. a 
Corporation of New Jersey. In a boiler, a grateless fuel 
receptacle having an unobstructed discharge outlet, and 
an ash pit positioned below said receptacle and communi- 
cating with said discharge outlet; said fuel receptacle com- 
prising a burning portion of substantially uniform cross- 
sectional area, and a downwardly-tapering ash portion com- 
municating with said burning portion and with said ash 
pit whereby to provide a constant volume of ash for sup- 
porting the fuel in said receptacle during the process of 
transmutation thereof into ash, and means for providing a 
draft transversely through the burning portion of said re- 
ceptacle, substantially as specified. 

1.393.654. Automatic Heating System. Nathaniel B. 
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ECONOMY 


EFFICIENCY 


This is a 
Pierce Down Draft, Magazine Feed, Smoke 
Consuming, Heating Boiler 
Fuel 
Labor 
Manufactured only by 


Pierce, Butler & Pierce Manufacturing Corp. 
Brooklyn NEW YORK Philadelphia 


ston Baltimore 
Worcester Detroit Syracuse Newark Washington 


Saves 








§njoy your Chicago visit at the 


Morn THE ek OF eee ano ~ 








“HAAS” 
Water Closets 


are high grade, insuring 
maximum service and 
minimum expense. 


PHILIP HAAS CO., DAYTON, OHIO 











-_DESOLVO and COLD WATER 


a is the plumber’s best helper. 


Clears up obstructed pipes 
quicker, better and with less 
labor than by using any 
caramels 4 ©other method. 
j Keep a supply on hand. 
Your jobber has it. 


THE CHAMBERLAIN CO. 


PITTSBURGH, PA. 


Canadian Distributors: 


Chamberlain-Desolvo Co., 109 Church St., Toronto, Ont. 
No Branch Offices in the United States 


‘*K-K’’ Cleans Closet Bowls the Sanitary Way 
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FoR lasting quality and true capac- 
ity use “Koven” Pure Iron 
Double Row Riveted, Galvanized 
Range Boilers, or Naco Galvanized 
Range Boilers made of open hearth 
j steel. These boilers may be bought of 
jobbers everywhere. 








L. O. KOVEN & BRO. 
154 Ogden Ave... - - Jersey City, N. J. 


” Sebenath -BOIL = 


Electric Water Heater 


A Faithful Servant, 
Day or Night. 


HOT WATER INSTANTLY 


Guaranteed never to burn out. 


A profitable line 
for the dealer. 


Write for particulars. 


> a> agate. * Milwaukee Mfg. Co. 
1316 Fond du Lac Ave. 


MILWAUKEE, WIS. 
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“QUIK-OPE” 


Bibbs, Bath and 
Basin Cocks stand 
the test of Service. 
It is built 


them. 
MANUFACTURED BY 


THE HAYDENVILLE COMPANY 


HAYDENVILLE, MASS. 
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Easily Cleaned 


The APEX Closet 
Bowl has special fea- 
tures that place it in a 
class by itself. 


Clean-out device lo- 
cated at head of trap. 
Any obstruction can be 
located and removed in 
five minutes without 
disconnecting from floor 
or water. Cannot over- 
flow. Silent in operation. 


Find out all about 
the APEX bef ore in- 
stalling another 
closet bowl. Write 

203 E. STATE ST. 


THE APEX SUPPLY CO. INC. #Renvon,"N25: 
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Wales, Boston, Mass., assignor, by mesne assignments to 
The Wales Company, Kalamazoo, Mich a corporation of 
Michigan. In a heating system of the type described, a 
heating appliance, a fuel-burning nozzle connected thereto, 
a motor-actuated blower having a continuously open dis- 
charge conduit connected to said nozzle, a source of gase- 
ous fuel connected to said nozzle and a valve therefor, and 
means operating to open or close the gas supply valve in 
response to the static pressure in said nozzle, said valve 
being located exterior to said conduit. 














1,393,534. 











1,393,654. 


1,393,534. Construction of Adjustable Spanners, Wrenches, 
Clamps, Pipe-Cutters, Pipe-Grips, and the like. Frank 
Humphris, Boscombe, England. In a device of the class 
specified, a metal shell of U-shaped form with one extremity 
wider than the other, the wider extremity having lateral 
jaw-engaging projections, the shell forming inclosing means 
and having a fixed jaw secured between the said projec- 
tions, the fixed jaw having a shank extending materially into 
the shell toward its narrow extremity and closely fitting 
against the front portion thereof, the narrower extremity 
of the shell having handle means secured to its extremity, 
a slidable jaw having a shank mounted between the rear 
edge of the shank of the fixed jaw and the rear wall of 
the shell, the shank of the slidable jaw also having an op- 
erating device extending therefrom, and means associated 
with the handle means for operating the said slidable jaw, 
the depending shank of the fixed jaw bracing the front por- 
tion of the shell and serving as a guiding bearing for con- 
tact therewith of the front edge of the shank of the slidable 
jaw. 





1,393,380. 


1,393,380. Stock. Garland F. Kight, Norfolk, Va. In 
a die holder, a body having an annular recess in one face 
thereof and also provided with laterally disposed handles, 
a sleeve increased in diameter at its opposite ends and hav- 
ing one of said ends accommodated within the recess and 
fixed to rotate with the body, the opposite end of the sleeve 
being provided with an annular recess of greater diameter 
than the middle portion of the sleeve, and a die accom- 
modated within the recess and arranged with its cutting 
teeth concentric with the longitudinal center of the sleeve. 
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Plumbing Department 

1,393,306. Power-Head. Philip A. Myers, Ashland, Ohio, 
assignor to F. E. Myers & Brother, a Copartnership con- 
sisting of Francis E. Myers and Philip A. Myers, Ashland, 
Ohio. In a power head, the combination with a casing 
adapted to contain a quantity of lubricant, rotatable operat- 
ing mechanism therein, and a vertical guide within the 
casing, of a slide mounted on said guide adapted to recip- 
rocate and having means for connection with an apparatus 
to be operated thereby, an operating connection between 
said slide and the rotatable actuating mechanism within the 
casing, and an oil pumping tube connected with said slide 
and adapted to deliver oil from the casing to the upper 
end of the slide. 
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1.393,306 1,393,418. 


1,393,384. Valve for Water-Tanks. Otto Linstadt, Mad- 
ison, Nebr. In combination with a water tank having an 
inlet pipe, an extension pipe, a threaded sleeve connecting 
the inlet pipe and the extension pipe, arms fixed to the 
sleeve, a valve controlling lever pivotally mounted on said 
arms, a weight member adjustably connected to the valve 
controlling lever, a float connected to the valve controlling 
lever, a valve releasably mounted on the free end of the 
extension pipe, and a long rod fixed to said valve and ex- 
tending into the inlet pipe to keep the valve from becoming 
misplaced under the pressure of water whereby the valve 
will be automatically closed by the rise of water in the tank 
and opened when the water in the tank drops below a pre- 
determined height. 

1,393,418. Cock. Albert F. Auderer, Wolfeboro, N. H. 
A cock of the character stated comprising a tubular body 
member, adapted for attachment as a conduit to a container; 
and having an annular valve seat at its outer end surround- 
ing its bore, said bore extending from end to end of the 
body member, and including an enlarged portion adjacent 
to the valve seat, having’ a mutilated internal screw thread, 
and a reduced portion extending from the enlarged portion 
to the inner end of the body member; and an elongated 
closing member including an enlargement forming a valve 
portion having an annular face formed to close upon said 
seat, and a stem having an enlarged outer portion provided 
with a mutilated external-screw thread, formed to cooper- 
ate, as described, with said mutilated internal thread, and 
a reduced inner portion formed to occupy the reduced por- 
tion of the body member bore. 

1,393,482. Bathtub. Michael Abraham and _ Leonard 
Joseph Dennis, Toronto, Ontario, Canada. A bathtub hav- 
ing the upper part of its wall bent to form an overflow 
channel extending around the top of the tub, said channel 
being open at top, and the outer wall of the channel ex- 
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Vi.- V. B. 


Closet Tank fittings are not the 
cheapest and are used by Manufac- 
turers who want the best. 


LOOK IN THE TANK 


Balicocks, Flush Valves, Hinges, Flush 
Levers, Etc. 


Morency - Van Buren Mfg. Co. 


Sturgis - + Michigan 
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Post Pipe Vise 


C@)B 
| Holds Tight and Firm Anywhere 
Can be attached to any 
wood or iron, round or 
square post, pole or tree. 





Jaws of best tool steel, har- 
dened and drawn. Will not 
crush or allow pipe to slip. 
Made in two sizes. 


Write for particulars and 





catalog. 


Ask your jobber for ‘‘Crown’’ Post Vises, Pipe Dies, 
Pipe Cutters, Etc. 


CROWN DIE & TOOL CO., 555 W. Monroe St., Chicago 
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Something New 


You have seen our S. & K. “Rainbow” Fixtures that 
have been so widely advertised in this paper. Of 
course you have. Well, here is a new one for wall 
lavatories to fit under low shelf, or medicine cabinet. 
Designed especially for private residences and apart- 
ment buildings. Price $18 each. 


For sale by all jobbers. 
Manufactured by 


S| Street & Kent 
S21 Mfg. Co. 


| /% *| 549 Fulton St. 

i 12° } paco Chicago, Illinois 
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Gerstein 


Cisternand Riveted 
Pressure Boilers 


can be described in one 
word— 


q 









Everlasting 


They not only Jast but give continuous, satisfactory 


service. 
Made in any size, pressure or capacity desired. 


Write for details 


Gerstein Bros. & Cooper 
Coppersmiths 


1-3 W. Third Street So. Boston, Mass. 
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TYPE “R” PENN PRESSURE SWITCH 
Makes Any Good Electric House Pump Better 


The manufacturer of water supply sys- 
tems should be sure that the switches he 
uses will stand up and do justice to his 
product. 

The Type “R” Penn Switch meets every 
requirement of service and durability. Has 
special fabric diaphragm, monel metal pins, 
bakelite insulation, hardened steel wearing 
parts, brass guide and oil tempered springs. 

Minimize your pump troubles. See that 
the pumps you install are equipped with 
Penn Switches. 

Manufactured by 


Penn Electric Machine Co. 


114 Eighth St. Des Moines, Ia. 

















Retlaw Telescopic Roof Flange 
A ONE-PIECE LEAD FLANGE, 4 LBS. TO SQ. FT. 
Drawn into circular 

“aad pliable—no 


am. 
Allows for settling of 
roof or pipe. 

Adjustable to any 


an ows for contraction 
expansion. 
Collapse one side— % 
draw out other. 
Draw up band, compressing o 
lead around pipe. e 
On like a flash—costs less 
than hand made. 
Ask your jobber about them 
particulars. 


or write us for 
fg. Co 


The Harker M » Cin 
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123 W. Third St. 
cinnati, Ohio 
t oy 









PATENTED 


For permanent in- 
‘stallation in con- 
nection with the 
common bath tub 
me) already installed. 


HOFFMANN & Bittincs Mra. Co. 


UFACTURBERS SINCE 1655. 


MAN 
MiIiLWAU uu. S. A. 








Tillery’s Little Janitor 
Furnace Clock 


For Steam, Hot Water, Hot 
Air and Pipeless Furnaces 
and Electric Switches 


Insures comfort. 
Saves Coal. 
Inexpensive. 
Fully Guaranteed. 
Money maker for trade. 
Resale Price $5.00 Plus 
Installation Charge 
Write for trade discounts and 
advertising Pamphlets 
Tillery’s Little Janitor Clock Co. X 
164 Market Street NEWARK, N. J. weights. 
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tending above its inner wall and means for admitting water 
to said channel; whereby the walls of the tub may be 
warmed by hot water overflowing from the channel with- 
out having to fill the tub, and whereby the walls may be 
flushed after the tub has been used, substantially as 
described. 

















1,393,482, 
1,393,555. Faucet. Robert H. Lockyer, San Francisco, 
Calif. In a faucet, a pipe having opposite laterally project- 


ing extensions, a partition within the pipe between said 
extensions, a cage screw threaded into one. of said exten- 
sions, and comprising an apertured cylindrical wall, a seat 
on the inner end of the cage to fit against the partition 
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1,393,555. 


within the pipe, a ball within the cage, cooperating with 
the seat, a spring within the cage to press the ball into 
engagement with the seat, a plug screw threaded into the 
other extension on the pipe, a stem. extending through the 
plug, and cooperating with the ball, means to actuate the 
stem whereby to depress the ball and unseat the same, and 
a filtering medium in said last named extension extending 
between the plug and partition. 











1,393,108. 








1,392,495. Portable Shower-Bath Apparatus. Albert P. 
Gumaer, East Orange, N. J. In a portable shower bath 
apparatus, the combination with a stationary bath tub includ- 
ing a discharge faucet, of jointed supporting standards re- 
movably attached thereto having hinged connections at their 
upper ends and supporting a spray discharge member there- 
from, a conduit located within one of said supporting 
standards terminating in a detachable flexible connection 
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with said faucet: and adapted to convey water there-through 
to said spray discharge member. 

1,393,103. Laundry-Tub Faucet. Edwin G. Evensta and 
Henry J. Anderson, Minneapolis, Minn. A faucet structure 
comprising a body tube with hot and cold water pipe con- 
nections and co-operating valves at its ends, a swinging 
nozzle connected to the intermediate portion of said body 
tube, and a tub engaging clamp made up of two brackets one 
of which is integral with said body tube and the other of 
which is detachably connected thereto, said brackets being 
laterally off-set in respect to each other and in respect to 
the body tube. 

1,392,456. Faucet with Drinking Attachment. Noah Spat- 
ter, Kansas City, Mo., and Atanas Welikoff, Wilkes-Barre, 
Pa. A faucet provided with a member adapted to communi- 
cate with a water supply passage of the faucet and to direct 
water from such passage to a discharge opening independent 
of the normal discharge opening of the faucet; said member 
comprising a tube concentrically and resiliently mounted to 
play within a chamber in the faucet valve and its stem, said 
tube having a port for water ingress. 
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6 1,392,456 


1,392,901. 


1,392,411. Valve-Stem for the Valves of Compression- 
Cocks and the Like. John H. Gavin, Chicago, III., assignor, 
by mesne assignments, to Wolff Manufacturing Company, 
Chicago, Ill., a corporation of Illinois. A valve for compres- 
sion cocks and the like, comprising a rod forming the body 
of the stem, a thread carrying collar, and a valve member, 
said rod and said valve member extending into the collar, 
said rod being locked both against relative rotative and longi- 
tudinal movement with respect to the collar and said valve 
member being rotatably locked therein. 

1,392,901. Bathtub. Elmer Adair, Chicago, IIl., assignor 
of one-fourth to Casper J. Wessel, Chicago, Ill. The com- 
bination of a bathtub, a frame resting on the upper edge of 
said tub, a pipe resting on said frame, a housing supported 
by said frame and covering said pipe, the inner edge of said 
housing being spaced away from said frame, said pipe having 
holes in its walls, and means for passing water under pres- 
sure into said pipe. 





York, Pa—P. H. Smith has recently opened a plumbing 
and heating establishment at 535 East Walnut Street in 
this city. 

Graham, Va.—J. H. Honaker and H. V. Walters have 
opened a plumbing business in the Osborne Building. 





Insurance Policies against robbery, pilferage or non-deliv- 
ery are no longer issued by British insurance companies up 
to 75 per cent of the insured value, but only up to 75 per 
cent of the shipping cost of the goods. By payment of spe- 
cial premiums, insurance up to 100 per cent of the shipping 
cost value of the goods may be effected, but in no case can 
this be exceeded. Consignees are thus forced to carry part 
of the risk themselves, and some European shippers have 
advised importers here that if they desire full protection they 
should insure in Chilean companies. 
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A Paul Demonstrator 


in your show room will prove a 
business-getter and money-maker 





Our special sales literature is 
helping many PAUL dealers toin- 
crease their water supply sales. It 
will pay you to investigate. 


Write for particulars. 


Fort Wayne Engineering and 
Manufacturing Co. 


Main Office and Factory 
1725 N. Harrison St., Fort Wayne, Ind. 





Paul “‘Money-Maker’’ Demon- 
strator for Shallow Wells. 














NO ROOF IS SUPERIOR 
TO ITS FLANGE 


Therefore, some 
PLUMBER is the | 
father of every leaky 
roof. 


The Bullard 
Roof Flange 


is acknowledged as the only PER- 
FECT FLANGE by busy men 
who have made satisfying installa- 
tions. 


THE BULLARD SPECIALTY COMPANY, Tiffin, O. 


oo 
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BARRETT 


Sewer, Tide and 
Back Water Trap 


DEPENDABLE UNDER ALL CONDITIONS 


Impossible for any sewer gas or back water to pass 
through. Brass gate opens very easily for outward 
discharge and closes by gravity against a raised 
metal seat. Inlet being higher than outlet, guaran- 
tees a positive flush. All sizes 4 to 12 inches. 
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Write for more details 


Jemnes. Banat Mite. Co. 


eee Te Teele Ue ULL 


115-121 Pearl St. 


Boston, Mass. 
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“| Simplex Boiler 
a Stand 


Made in Malleable Iron or Brass 


Stronger, gives larger circulating 
opening than cast iron stands. 


Will carry twenty sizes of boilers. 
Supporting arms easily attached to all 
sizes. 


Adjustable to any height. 


The SIMPLEX costs less in labor, 
saves leaks—no place for dust or ver- 
min to collect. 
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Write for Circulars 
240 Hall em 


SIMPLEX BOILER STAND CO. srooktynsn Y: 
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8 cents for each word including heading and address. Count seven words for keyed address. Minimum 
$2.00. One inch $4. 00. Cash must accompany order. 
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Situations Open 








WANTED—A-1 STEAMFITTER, 
steady work, in Michigan. Address 
422, ‘‘Domestic ~~ ” 1900 
Prairie Ave., Chicago. 0-29-11-5 





WANTED—SALESMEN CALLING ON 
plumbers and plumbing jobbers to 
handle high grade specialty as side 


line. Commission basis. Address 416, 
“Domestic Engineering,” 1900 Prairie 


Ave., stant 11-5 





SALESMEN CALLING ON THE 

trade can earn extra money by sell- 
ing the only line of Waterproof Plumb- 
er’s Cement on the market. Unlimited 
field, no competition. For details write 
M. Mark, 4210 Girard Ave., Philadel- 
phia, Pa. 11-5 











WANTED—SALESMAN FOR ILLINOIS, 
Wisconsin, Indiana and Michigan ter- 
ritory, who has had selling experience 
in the sale of Plumbers’ Brass ods. 
Want man of ability only. Line to sell 
is high grade and an exceptional oppor- 
tunity is offered to a capable salesman. 
Address 414, “Domestic Engineering,” 
1900 Prairie Ave., — 11-5-12 





WANTED—S ALESMEN THROUGH- 

out the United States to sell high- 
grade plumbers’ specialties on commis- 
sion basis. Applications confidential. 
Address 401, “Domestic Engineering,” 
1900 Prairie ‘Ave., ‘Chicago. 10- 15-11-19 


————— 


WANTED—PLUMBING SALESMAN 
to carry plumbing specialty as a side 


line, on commission basis. Address 
400, “Domestic Engineering,” 1960 
Prairie Ave., Chicago. 10-8 


WANTED—T HREE SALESMEN IN 

South and Southwest with ability 
and experience to sell miscellaneous 
supplies in plumbing and steam line. 
Outline your proposition. Address 396, 
“Domestic Engineering,” 1900 Prairie 
Ave., Chicago. 10- 8/12- 12 





POSITION WILL BE OPEN JANUARY 

1, 1922, for a heating department 
manager who has a thorough knowl- 
edge of heating in all its branches. 
Must have the ability to correct trou- 
ble jobs and conduct this department 
with success. This company is large in 
the heating field, well represented with 
a modern plant and the man who se- 
cures position will get one hundred per 
cent co-operation. If you do not thor- 
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Situations Wanted 
EXECUTIVE—I WANT TO COMMUNI- 

cate with a responsible manufac- 
turer, jobber, contractor or selling 
organization with a view of making a 
permanent connection that will be mu- 
tually profitable. 15 years’ experience 
in contracting, jobbing, manufacturing 
and selling of plumbing, heating and 
warm air lines. _Now employed as man- 
ager and buyer of a large corporation 
operating several branch houses and 
doing an annual business of consider- 
ably over $1,000,000. Will change to 
smaller concern if satisfactory ar- 
rangement can be made on a salary and 
bonus basis. The idea back of this ad- 
vertisement is a desire to make a con- 
nection that will lead to a financial in- 
terest in the business. Prefer the west, 
but will consider other locations. Age 
34, married. Address 409, ‘“‘Domestic 
Engineering,” 1900 Prairie Ave., Chi- 
cago. 











For Sale 


FOR SALE—A FIRST CLASS PLUMB- 

ing and heating business in live west- 
ern state. Shop regularly employs sev- 
eral men, and has good jobbing trade. 
Reason for selling, have other line of 
work in view. Will invoice five to 
eight thousand dollars. Address 417, 
“Domestic Engineering,” 1900 Prairie 
Ave., Chicago. 11-5/26 


FOR SALE—ONE 3550 CAPITOL 

steam boiler and 1300 feet of steam 
radiation, 22 and 38 inches high. All in 
good shape. Used about eight years. 
Priced to sell. One No. 8 Ruud Auto 
Heater—eight gallons per minute. Used 
two years. In fine shape. $100 f. o. b. 
St. Joseph. Enright Plumbing & Heat t- 
ing Co., St. Joseph, Mo. 11-6 














Miscellaneous 





Are there 5 and 10 cent pieces 
lying around your shop in the 
form of PIPE COUPLINGS? If 
so, pick them up and advise us 


amount of your accumulation. 


JOHN W. MOON 


Copy should reach us Tuesday morning. 





November 5, 1921 
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SELL YOUR SURPLUS ae “a 
and fittings. Write us. The & J. 
Mfg. Co., 557 W. Lake St., eacen tf 

















_,, BIN — CARDS 
2x44 in. 

For water gas and steam- 
Over 10,000 different 
kinds. 

$1,25 per 100—$10.00 per 1000 
No. 1 Card Holders 2x41% in. 
$2.00 per 100—$17.50 per 1000 

Celluloid Covers 2x44 in. 

$1.50 per 100—$12.50 per 1000 


@ 1.3 
RED. ELLS Send for samples. 
for free booklets. ‘‘How 


Send 
to Systematize the Stock Room and Buila Bin Racks. 
Haddon Bin Label Co., Haddon Heights, N. J. 


























TIME SHEETS, JOB TICKETS, ESTI- 

mating blanks, etc., for plumbers. 
Small or large lots. Reasonable. Sam- 
ples and prices free. Prompt service. 
Louis Fink & Sons, Inc., Laurel Springs, 
N. J. ; 7-30 tf 








Government Proposals 


TREASURY DEPARTMENT, SUPER- 

vising Architect’s Office, Washington, 
D. C., October 28, 1921. Sealed propos- 
als will be opened in this office at 3 
p. m., Nov. 22, 1921, for an extension to 
the Women’s Toilet Room at United 
States Post Office, at Buffalo, N. Y., in 
accordance with drawings and specifi- 
cations, copies of which may be had at 
this office or at office of the Custodian 
at Buffalo, N. n the ee of 
the Supervising Architect, Jas. A. Wet- 
more, Acting Supervising Architect. war 


TREASURY DEPARTMENT, SUPER- 
vising Architect’s Office, Washington, 
D. C., Oct. 24, 1921. Sealed proposals 
will be opened in this office at 3 p. m., 
Nov. 17, 1921, for furnishing sterilizing 
equi ment for the Ss. P. H. S. Hospi- 
tal, alla Walla, Wash., in accordance 
with specifications, copies of which may 
be obtained at this office, in the discre- 
tion of the Supervising Architect. Jas. 
“ pcan Acting Supervising es 
ec - 


TREASURY DEPARTMENT, SUPER- 
vising Architect’s Office, Washington, 
D. C., Oct. 24, 1921. Sealed aye 
will be opened in this office at 3 m., 
Nov. 17, 1921, for sey a Sracaitan 
Fixtures for the U. Hospit 
Perryville, Mary ay yg accordance 
with soutnentione. copies of which may 
be obtained at this office, in the dis- 
cretion of the Supervising Architect. 














oughly understand ne don’t apply. 

Address 415, “Domestic Engineering,” . Jas. A. Wetmore, Acting Supervising 
1900 Prairie Ave., Chicago. 11-5-12 1420 Chestnut St. Philadelphia, Pa. | Architect. 11-5 
ew eee ie ne a ee 





justing columns. 


“B & C” Automatic Air Valve 


Makes Good Wherever it is put in Service. 

Only the best materials are used in its construction. Has cast brass base 
screwed, then soldered on to prevent leakage. 
Tested, inspected and ready to install when you get it. 
This air valve carries the same guarantee of quality that goes with the 
famous line of “B. & C.” Floor and Ceiling Plates. . 


Write for particulars and prices 


THE BEATON & CORBIN MFG. CO., : CONNECTICUT 


The Old Original Company 
SUEDINEEVCOMULOADARUSDORCOUSUADUOVEDOODACOUNOQOLSDOEGEDOCOOUEEENORUEUOOOCSOONGNNDOLODOENCOUDUNDEUOSONDADCUUGEDOEDEDOEDOCOSNGOUNEONOOSNCSUOUGUNOONNLORCSUNSUNLEONUOEDSCSEOSDSOAEDENELOCSOOCNSEOOONOLSIOELOONEDOSUOCSOOGNONTUNENODACSOOGDEOONONDERC SUCLOOENOEOOEO AC SEnedEOaOdEsNEse see 


High grade carbon ad- 
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